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NYBODY knows that production interrup- ¥/, 

tions are expensive. Machines and motors 

must have protection ... fuses... but time-costs 

need protection, too. Fuses that blow on harm- 
less overloads waste time. 


Jefferson Super-Lag Renewable Fuses are the 
perfect answer. They provide reliable accurate 
protection—ride over all harmless surges, 
operate positively on dangerous over- 
loads. There is no better protection for 
electrical equipment and property. 





Jefferson Super-Lag Fuses are made 
in all capacities, both knife blade and 
ferrule types. Show the savings—tell the 
Jefferson Super-Lag Story and sell more 
fuses. 





The secret of Jefferson Super-Lag 
JEFFERSON ELECTRIC COMPANY Stach tea port hist Sapunttoat eh 


BELLWOOD (Suburb of Chicago) ILLINOIS This plate delays the normal fuse ac- 


tion to provide a time interval or Jag. 

This time-lag prevents the fuse from 

blowing on harmless temporary over- 

loads—to save needless shutdowns 

and many link replacements. 
Supe 
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eceptacles «2 Cord Sets 
















For Modern 
Range Installations 







bps Bryant Range Receptacle provides the most 
satisfactory means for installing a modern electric 


range. Its use permits the disconnection and removal 
of the range without disturbing the wiring in any way. 





The Bryant Receptacle is easy to install. It eliminates 
the necessity for carrying unsightly feed wires to the 
range and improves the appearance of the completed 
installation. The rugged construction and accurate de- 
sign of this range receptacle assures safety and conve- 
nience. 
















Use a Bryant All-Rubber or Armored cord set with the 
Bryant Range Receptacle for complete protection against 
possible cord defects. All Bryant range connecting de- 
vices have the unqualified approval of the Underwriters’ 
Laboratories, Inc. They provide the highest standard 
of installation and enable electrical contractors to 
comply with all local inspection require- 
ments. 





For further information write now to The 
Bryant Electric Company, Bridgeport, 
Conn. 
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Modern in '29—Obsolete in '34 


URING the past four years new resi- 
dential construction has been virtually 
at a standstill. Recently, however, it 

has shown a definite upturn. Residential 
contracts awarded during the first quarter 
of this year show a substantial gain over the 
corresponding period of 1933 and each suc- 
ceeding month records further improvement. 

As a result, after four years of idleness, 
architects again find work on their boards, 
speculative builders are once more planning 
the erection of new homes and, in addition, 
many thousands of home owners are now 
contemplating long deferred modernization. 

During these four years electrical manu- 
facturers have developed and placed on the 
market many new and improved products. 
Because of these new developments the 
home which was modern electrically in 1929 
is, in 1934, decidedly obsolete. 

Also, due to a surplus of available gener- 
ating capacity, there is a definite trend to- 
wards lower utility rates which is certain to 
result in an increased use of domestic appli- 
ances. It is predicted the normal home will 
eventually use 6,000 kwh. per year instead of 
650, the present average. 

Furthermore, due to educational activities 
on the part of utility companies and to the 
increasing popularity and use of electrical 
appliances, the housewife of 1934 is more 
conscious than ever before of the conven- 
iences afforded by electricity. 

The extent to which she can avail herself 
of these conveniences depends upon how 
adequately her home is wired, how well the 
outlets are located and how carefully the 
lighting and other electrical equipment has 
been selected. 

In view of these important facts it be- 
comes essential that provision be made, at 





the time the home is built, for the use of 
electrical equipment which the home owner 
may acquire at a future date. Not only must 
suitable space be provided in the floor plans, 
but adequate wiring should be installed. 
This requires that a sufficient number of cir- 
cuits of ample capacity for possible future 
needs, as well as an adequate number of out- 
lets properly located and suitably controlled, 
be specified in the original plans. 


WHILE it is the responsibility of archi- 
tects and builders to provide the home 
owner with an electrical installation that is 
both adequate and modern (and this applies 
to the modernization of existing homes as 
well as to new residences), it is clearly the 
responsibility of the electrical industry; 
manufacturer, wholesaler, contractor and 
utility—locally and nationally—individually 
and collectively—to place in the hands of 
these architects and builders the information 
which they must have if they are to avoid 
the tragedy of building homes which, al- 
though new, are obsolete electrically. 
Hence, this issue of ELECTRICAL WHOLE- 
SALING is devoted to a summary of the essen- 
tial electrical features of the modern home 
and to a review of the latest improvements 
in electrical wiring and equipment. The 
salesman of the electrical wholesaler, with 
his wide local contacts, can render a most 
important service by carrying this story of 
the Modern Electrical Home of 1934 to the 
contractors, builders and architects of his 
community. 


SO 7. Fewtond 
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How Edison MAZDA lamp 


advertising works 
for YOU 








GENERAL 
ELECTRIC 


is helping you 
and your dealers 
to sell more 


lamps 







dealer” 

















lamp adve 
: I ; —T Tell Your Dealers to do these 3 things and you 
HE advertising of and they. will both sell More Lamps 
MAZDA lamps of General Electric manu- 1. Put , in o Edison MAZDA lamp display every time they 
facture not only reaches four out of five 2. Take one of our current magazine advertisements and 
. ° build a massed display of Edison MAZDA lamps around it. 
homes—but analysis shows that this ad- 3. saa Sty to buy. Every home needs more and higher 
wattage lamps. 
vertising reaches practically every home ; 





in the best buying areas . . . the homes 
of the people who do 85% of the buying. 


Your dealers can attract these people 
to their stores... and sell them lamps 
and other merchandise ... if they will 

“sion their names” to Edison MAZDA 
lamp advertising... by following the 
suggestions given at the right. General 
Electric Company, Nela Park, Cleve- rae 
land, Ohio. Your customers look for this MARK 


EDISON MAZDA LAMPS 
GENERAL €@ ELECTRIC 
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Trends in Modern House Design 


Recent economic developments have served to accentuate 
home life. This is resulting in marked changes in the design of 
the modern home, changes in which lighting, wiring, and elec- 
trical appliances and equipment are playing an important part 


By GEORGE FRED KECK 


Architect 


E are living in a period of change; we are re- 
WW cezzsizn our way of living, of doing business, 

of being governed. Change usually comes dur- 
ing periods of hard times or depression. When times 
are good and almost everyone is prosperous, we find 
it difficult to upset our way of life, in fact, to do so is 
to be frowned upon by our friends. 

Probably the most important single factor that is soon 
to influence us and which is giving those who are gov- 
erning us no little concern is the use to be made of the 
new leisure brought about by shorter working hours at 
office and factory. National recovery codes of all types 
frown upon overtime work, and the actual working hours 
per week are as low as circumstances and industrial em- 
ployers will permit; there is no question that the num- 
ber of working hours per week will be shortened rather 
than lengthened in the near future. 

All of these elements have had a profound effect 
upon our family life and, therefore, upon the architec- 
ture of our homes. The depression has had a tremend- 
ously sobering influence and has accentuated home life. 
How is this finding expression in the design of modern 
homes and. how does it affect the electrical installation? 

For some years past architects have included recrea- 
tion rooms in their residences. Often the recreation 
rooms contained bars, especially during the prohibition 
era when drinking was done behind closed doors. But 
bars were only one of several reasons for basement 


recreation rooms. The unoccupied sec- 
tion of an unfinished basement was re- 
modeled into a usable room where 
children and adults could play such games 
as might be impracticable in the living 
room. Years ago every house had a liv- 
ing room and a parlor. The living room 
was always used more or less as a recrea- 
tion room is today. The parlor was left for more 
formal entertainment. So today, now that people are 
again using their houses for the entertainment of friends, 
we find the recreation room taking the place of the old 
living room and the living room functioning more or 
less as the parlor once did. 

But today’s recreation room is partly underground and 
must be artificially lighted, and that rather well because 
of the type of amusements the room is used for. In 
many cases limited ceiling heights in remodeled base- 
ments require the use of recessed panel lighting be- 
tween joists with flush frosted glass faces. Such treat- 
ment gives the room a modern touch nowadays much 
desired. Where bars are installed trick hidden lights 
are often used, especially on back bars. Mechanical 
mixers and refrigeration are also a necessary adjunct to 
a well-planned bar. There must be plenty of conveni- 
ence outlets in the recreation room for bridge lamps and 
for the use of Junior’s electrical toys. Electrical cigar 
and cigarette lighters must abound now that the entire 
family smokes, and this item brings in its wake ventilat- 
ing fans of either the unit type or circulating type. Proper 
radio outlets with grounds and aerials must be installed 
as an integral part of the house construction, in fact, all 
of the important rooms should be wired for radio. 

Another broad tendency in house design today is to 
attach the garage to the house. The drive should be 
near the main entrance to the house and should be well 
lighted. If possible, a hallway from the garage should 
enter the reception hall of the house. The garage itself 
should house at least two cars. It should have clean, 
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painted walls and ceiling and should be lighted as care- 
fully and as well as the reception hall. Needless to say 
the attached garage is heated and becomes an additional 
room to the house. For the owner who is mechanically 
inclined a repair shop as a part of or next to the garage 
is highly desirable. Given plenty of leisure as he will 
have under the new deal, the owner will spend much of 
his time repairing and tinkering with his car. The re- 
pair and tool room should be equipped with a motor, a 
buffer and battery charger arranged properly on a work 
bench. 

Two reasons, the 
development of man- 


down in the course of the next few years. Because 
of its high cost air cooling is omitted from many resi- 
dences recently built that have air-circulating heaters, 
but provision should be made wherever such heaters are 
installed for a future ice machine. The cooling coils are 
easily installed in the circulating system, and wiring is 
necessary for at least a 10 hp. motor. 

For years there has been a gradual increase in the 
number of electrical devices used throughout the home 
and there is every reason to believe that such devices will 
continue to grow in number. A 
weather eye to the future must be kept 
for television, which will be with us 





ual training in high 
schools, and the 
forced leisure of the 
last few years, have 
made working in 
wood very popular. 
Manufacturers of low 
cost wood-working 
machines such as band 
saws, circular saws, 
lathes, joiners and 
work benches have 
had a tremendous 
boom in business since 
the depression. These 
tools have generally 
found themselves 
housed in spare rooms 
or basements. It is 
safe to predict that 
many of the new 
homes to be built will 
have a separate room 
for such tools. Mo- 
tors for most of the 
machines run up to 
Y% hp. Properly lo- 
cated outlets and a 
power circuit are, of 
course, required and 


Chockful of electrical stuff! 


And nothing else will do. 


And chop not a chip 


Please, Mr. Builder 


By the Fellow Who is Going to 


Live in the Place 


Say, build me a house that's right, old man, 
The kind that you build to please. 

A house that's wired and fully attired 
For things conducive to ease. 


You know what | mean by right, old man, 


An outlet here and an outlet there, 
Great guns! There can't be enough. 


Put plenty in every room, old man, 
Don't miss an important space; 

Put three of ‘em here and six over there; 
Just scatter ‘em every place. 


| want this house for a home, old man, 
An electric home clear through. 
it's been my dream—my one pet scheme, 


We'll cut other costs if we must, old man, 
But touch not a single light; 
loan the outlet slip, 
This house must be built just right. 


as soon as the inventors have jumped 
a few more hurdles. An auxiliary 
electrical heater in the bath room is 
no longer a luxury. On the contrary 
there is a definite saving in fuel dur- 
ing between-seasons weather when a 
few such heaters are used in different 
parts of the house, and the main sys- 
tem remains unstarted. 

The Century of Progress exhibit at 
Chicago has popularized a movement 
that has been rapidly gaining momen- 
tum—a movement towards a new 
architecture in houses vastly different 
from the types we see everywhere 
around us. This change in appearance 
and materials is giving the architect 
broader opportunities and greater free- 
dom in design. Since his interior 
isn’t Colonial his lighting fixtures no 
longer have to look like imitation 
candles in imitation of some faded 
Colonial mansion. He is at liberty to 
design fixtures or build them into his 
building properly to flood his rooms 
with light; he can give his floors 50 
watts per square foot if he wants to, 
and can install a dimmer hand oper- 
ated to cut this wattage down to ex- 
actly the intensity the owner desires. 





proper lighting not 
only for seeing but to 
reduce accident haz- 
ards is absolutely essential in the modern home workshop. 

Heating equipment for the home is also undergoing 
rapid change. Circulating forced air, “conditioned”— 
that is, cleaned, heated, humidified, and cooled or de- 
humidified, is rapidly supplanting hot water and vapor 
steam heat. A motor is required for the fan, and a 
motor for the oil burner, or stoker. Connections are 
required for automatic electrical control both for the 
thermostat and humidistat. A further refinement is zone 
control, a hookup of several thermostats and humidistats 
for temperature control of individual rooms, which, of 
course, requires a more complicated electrical hookup. 


— an entire heating system is so dependent 
upon electricity for heat, it is wise in some parts 
of the country to allow proper storage battery facilities 
in case of current failure. 

Cooling of the home by means of an ice machine is 
still rather expensive, but its cost will probably come 
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He can use panel lighting, strip light- 
ing, cove lighting, neon tubes with a 
new freedom. And this new freedom 
is precisely what we will have. 

Architects are permitting themselves a way of design 
to give the home owner the utmost that the newer ma- 
terials are capable of, just as the modern automobile 
gives us the utmost in transportation. 

Among other things the New Deal has brought us out 
of Washington is the Tennessee Valley Authority. It is 
well to keep an eye on this development for if it proves a 
success it will be instituted elsewhere. With a substantial 
reduction of electrical rates it is most proper to assume a 
vast increase in the use of electricity, including all of 
its known uses and uses yet unknown. For the extent 
to which electricity is now used is based upon the cost 
of it; where rates are low electricity is now used in 
kitchen ranges, the heating of domestic hot water, etc. 

Such a change is sure to come in the not too distant 
future, and any house now being built in which prepara- 
tion is not being made for such uses will find itself 
obsolete before it is finished. 
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Outdoor Meter 


When the lighting company permits the 
meter to be installed outdoors, the meter 
reader never has to call back to gain 
access to the house and the meter is al- 
ways read on the scheduled day 


Communications Within the Home 


This second floor hall is provided with a 
city telephone extension, a flush wall 
phone communicating with front and rear 
entrances, first floor and basement, a 
nofuse load center controlling the second 
floor circuits, and a night light installed 
just above the baseboard 


New Electrical Conveniences 


for the Modern 








Flush Bells and Buzzers 


Unsightly bells and buzzers no longer need 
disfigure the kitchen wall. Bells providing 


three distinct and mellow tones, together with the low tension transformer, may be in- 
stalled in a standard outlet box. The flush plate is provided with attractive louvres 
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Home 


illuminated House Numbers 


The illuminated house number, avail- 
able in flush, bracket and ceiling 
models, removes the annoyance of 
answering the bell for people who are 
looking for another number. It also 
enables guests to locate the house 
from their car 


Electric Chimes 


Electric chimes add to the charm of 
any home. Usually installed in the 
front hall they replace the door bell, 
are used to summon the family and 
guests to meals, and may also be con- 
nected to the telephone, each signal 
having its own distinctive melody 











Nofuse Load Centers 


Formerly the wiring cir- 
cuits in the home were 
protected by unsightly 
fuse blocks usually _ in- 
stalled in an inaccessible 
point in the basement or 
attic. Today nofuse load 
centers are conveniently 
located in the kitchen or 
rear hall. When one of 
these circuit breakers 
“blows it is reset by 
flipping the switch. For 
added convenience, base- 
ment and second floor 
may be controlled from 
separate load centers 








HAT we are really all interested in is 
getting more and better wiring in- 
stalled. When we use the word “mer- 
chandising” in connection with the accomplish- 
ing of this purpose, I believe we mean to sell 
wiring by appealing to the imagination of the 
customer—by painting a visual and word picture 
of its desirability and convenience so that the 
customer is eager for it at any reasonable cost. 

While I do not claim to be an expert on all 
phases of wiring, or even the selling thereof, tests which 
I have made of the possible market for wiring devices 
lead me to believe that in them lies the basis for this 
“merchandising” of wiring. I am convinced that they 
are the leaders to use in doing a creative selling job on 
wiring installations because, after all, they are the only 
part of the wiring job which the consumer sees and uses. 

In putting across our wiring story, nomenclature 
should play an important part. The purchasing public 
today is being sold by appeal to desirability, pleasure, 
or convenience—as well as automobiles—radio sets, elec- 
tric refrigerators, electric clocks, and, to some extent, 
other electric appliances. 

Even now we are, slowly but surely, doing a better 
merchandising job on electric cooking and modern light- 
ing. All these devices have what is commonly known 
as consumer appeal—outlets and switches, as such, never 
can be sold unless that consumer appeal is created. 
When you mention outlets or plugs to the average per- 
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The 
Public Appeal 
of Wiring 


By J. W. SALADINE 


Manager, Distributor Sales, 
The Arrow-Hart & Hegeman Electric Co., 
Hartford, Conn. 


son, they will admit that they are nice enough to have, 
but there their interest dies. However, if they are given 
a name which immediately conjures up to the consumer 
mind a picture of desirability or a particular use for 
that outlet, interest is aroused. I believe therefore, that 
radio outlets for radios, clock outlets for clocks, range 
outlets for electric ranges, Christmas Tree lighting out- 
lets for holiday lighting, curling iron outlets, and other 
devices for specific purposes which mean something to 
the average user, can be sold. 

First of all, our picture must be dressed up to attract, 
and then after attraction the desire must be created on a 
reasonable price basis. With the buyer interested 
through a tie-up with some well known and wanted de- 
vice, the story can be carried further to the need for 
a pilot light with a switch at the top of the cellar stairs, 
an outlet in the garage, an outlet and switch combina- 
tion in the bathroom, a keyhole light for the front door 
(don’t call it a momentary contact switch—it won’t reg- 
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ister), burglar lights, night light out- 
lets for bedrooms, and many others. 

One of the most overlooked wiring 
device conveniences is the two-circuit 
receptacle for living room lighting. 
Most living rooms today are lighted 
by table and portable lamps. These, 
plugged into one circuit of a two-cir- 
cuit receptable and controlled by a 
switch at the living room door or 
doors, perform an electric service 
which is really appreciated by those 
that have it. The other outlet of each 
receptacle, of course, is always alive 
for any appliance such as a vacuum 
cleaner, or for any individual lamp 
used as a night light or when the room 
is not in use. However, calling this 
device a two-circuit receptacle, the pub- 
lic never in the world would be sold. 
As they are particularly adaptable to 
serving portable lamps, I suggest that 
they be called portable lamp circuits. 
I would even go so far as calling three- 
way switches dual location switches, 
or upstairs-downstairs switches, which 
would register their function on the 
public mind, whereas three-way means 
nothing to the layman. 

Where a demand exists, where 
greater convenience can be offered, 
around any device can be built a brief 
story that will register an immediate 
appeal to the purchaser provided and 
only provided it is named so that the 
purchaser can immediately understand 
its function. An electric clock outlet 
that permits the installation of an elec- 
tric clock flush with the wall with all 
wiring concealed so that there are no 
messy wires to detract from the ap- 
pearance of a charming room, can 
with a name and a few phrases, be 
made to register on the consumer’s 
mind as desirable. The radio outlet 
has a similar appeal in providing for 
the installation of power, antenna, and 
ground with a minimum of messy sur- 
face wiring to clutter a den or living 
room. These devices perform a func- 
tion. Their desirability is there, but 
we never, as an industry, have pointed 
it out or pictured it clearly to the home 
owner. 

The wiring job is the fundamental 
basis of the use of electricity as far as 
the consumer is concerned. The elec- 
trical industry has spent thousands 
upon thousands of dollars in sell- 
ing the public labor saving ap- 
pliances and entertainment devices, 
but have never devoted any money 
or effort to dressing up _ with 
sales appeal the functional necessity 
of a complete wiring job. 


APRIL, 1934 

















14. 


15. 


Merchandising Names 


. Keyhole Light 


Momentary contact switch at front door to operate out- 
side light. 


. Outdoor Christmas Lighting Outlet 


Can be installed on side of house or in lawn. Used for 
decorative lighting at Christmas and can supply light 
for sports or parties. 


. Radio Outlet 


This has energy, ground and aerial connections and 
should be used in living room, every bedroom and in 
recreation room. 


. Refrigerator Outlet 


Wired with special branch circuit. 


. Range Outlet 


Even if no range is contemplated at moment, it costs so 
much less than it will later if range is installed. 


. Clock Outlet 


Kitchen, living room, bedrooms. 


. Fan Outlet 


This is outlet and hanger combined. 
use of fans in the summer time. 


It simplifies the 


. Bottle Warmer Outlet 


This is a duplex outlet in the bathroom and may also be 
used for curling iron, electric razor or blade sharpener, 
sun-lamp or portable heater. 


. Vacuum Cleaner Outlet 


An outlet in the hall will make it possible for a cleaner 
on a long cord to be used in both dining room, living 
room and stairs without reconnecting. 


. Ironing Outlet 


Beside the ironing board in such a way as not to drag 
across board. 


. Mixer Outlet 


In the kitchen above the work shelf where mixer is used. 
This outlet is also used for toaster, waffle-iron or other 
small kitchen appliances. 


. Christmas Tree Outlet 


There is generally one corner where the tree will be 
placed. A nearby outlet is welcome at the time. 


. Current Savers 


These are the switch pilots for cellar light, ironing 
board, garage lights, closets, attic and any other place 
where the current is apt to be left on and forgotten. 


Laundry Outlet 


In the basement, to plug-in washer and ironer. 


Portable Lamp Circuit 


This is a circuit of hot and switched outlets. It permits 
all lamps to be turned on and off at same switch yet 
permits use of vacuum cleaner or single lamp in day 
time without having to turn all others off. 


























Lighting Designed for Seeing 


Over five hundred lighting companies, through personal calls by home 
lighting specialists, are showing housewives how to secure lighting that 


avoids eye-strain 


Women's magazines, through home lighting consultants, together with 
several hundred parent-teacher organizations, are bringing women to an 
appreciation of the important fact that lighting means seeing 


Adequate home lighting, however, is obtainable only when the archi- 
tect and builder make ample provisions, in the original plans, for ample 
circuit capacity and for outlets at every location where a light source 
may possibly be needed 


Living Room 

By far the most satisfactory method of 
providing general illumination in the 
living room is by some indirect source, 
as demonstrated first by indirect port- 
able lamps, using either the new 250 
watt tubular Mazda lamp for indirect 
illumination and 60 or 75 watt lamps for 
semi-indirect illumination for reading 
below, or by a cove lighting unit run- 
ning completely around the ceiling of 
the room. The cove contains 25 and 40 
watt lamps alternated 12 inches apart 
in polished metal trough reflectors 
entirely around the room. 

A separate light source is provided at 
each reading spot including divan, 
window-seat and chairs. All of these 
portable lamps have light colored shades 
and are open at the top in order to 
allow a part of the light to go to the 
ceiling. They contain either 60 or 75 
watt lamps. 

Along one side of the room is a narrow 
panel of opal glass containing 25 watt 
lamps in polished metal trough reflectors 
12 inches apart built into the ceiling. 
This serves the purpose of lighting the 
pictures along the wall, and also of 
providing additional light on that side 
of the room 


A Modest Living Room 


Convenient outlets for portable lamps, 
cove lighting over bookcases, fireplace 
brackets and reflectors over mantel and 
book shelves afford adequate, shadow- 
less illumination at a moderate installa- 
tion cost 
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Mantel Lighting 

Cove lighting, built into the 
mantel, effectively brings out 
the details of paintings or 
tapestries hung above, and 
adds greatly to the appear- 
ance of the living room 


Lighting Up for Bridge 

Easy, restful vision is essen- 
tial for comfortable bridge 
playing. This requires indi- 
rect illumination which may 
be obtained either from a 
suitable ceiling unit or from 
floor lamps or torchieres of 
the indirect type, using 250 
watt lamps and connected 
to convenient wall outlets 


Children's Eyes 
Deserve Good Light 


Just as surely as French pastry will 
ruin “Junior's'’ digestion, poor light- 
ing will ruin his eyes. The mother 
who knows this will give him good 
lighting after dark just as surely as 
she gives him spinach for lunch. If 
he brings his eyes closer than 14 
inches to the pages of his book it is 
a positive indication that better 
lighting is needed 


The Front Entrance 





The Trend is Towards 


Indirect Illumination’ 


The architecture of the 
American home in recent 
years has brought about the 
use of the low ceiling. As a 
result there has been a corre- 
sponding change in home 
lighting practice wherein 
built-in lighting and portable 
lamps of the indirect type 
are becoming popular as 
principal sources of illumina- 
tion 








A well lighted entrance affords an atmosphere of hospitality, while an illumi- 
nated house number is becoming a necessary convenience. A weatherproof 
outdoor outlet should also be provided for decorative Christmas lighting 
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Lighted Bookcases 


Bookcases may be lighted by 
two methods, one consisting 
of a built-in unit with an opal 
glass panel at the top of the 
bookcase containing 25 watt 
lamps spaced 12 inches 
apart. In addition to, or in- 
stead of, this overhead unit 
each shelf may be lighted by 
25 watt tubular lamps built 
into the top front of the shelf 
in metal reflectors, con- 
cealed so that they are not 
visible from the room. Light- 
ed bookcases add materially 
to the appearance of the liv- 
ing room 














Lighted 
Mirrors 
Mirrors in the bed- 
rooms, bathrooms 


and front entry hall 
are best illuminated 
both from the sides 
and top. Light at 
the sides and top 
of eacn mirror, di- 
rected outward to- 
ward the face of the 
user, produces an 
effect of brilliance 
without shadows 





UR eyes are on a 16-hour shift, seven days a week, 

because they are working all the time except the 
few hours we close them in sleep. To make their long 
hours less irksome, we should give them the best work- 
ing conditions possible—which would mean plenty of 
light. But we don’t. 

Even at home where we rest and relax we continue 
to give our eyes uphill jobs to do—such as reading a 
newspaper by two or three units of light, writing with 
the light shining in our eyes, or working with sharp 
shadows chasing our every movement. And we pay the 
price. Statistics show that when we were in the ele- 
mentary grades—you and I and our customers—only 
one in 10 of us had defective vision. By the time we 
are around 60 the tables are turned and only one in 
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Glareless Light for Shaving 


These tubular lighting fixtures pro- 
duce no glare and yet illuminate 
all parts of the face for shaving. 
A portable sunlamp allows the man 
of the house to combine a sun 
bath with his morning shave 


Sunlight in the Bathroom 


Artificial sunlight is recognized as 
a necessary feature of the modern 
electrical home. It should, first of 
all, be provided for in the bath- 
room, preferably from a type S-2 
ceiling unit, as illustrated. Note 
also lighting brackets on each side 
of shaving mirror and built-in elec- 
tric heater on the right wall 


By H. G. TOLAND 


Engineering Department, General Electric Co., 
Nela Park, Cleveland 


10 of us has good vision. This condition is as unneces- 
sary as it is awful. 

If more heed were given to adequate and correct 
lighting, there is no reason why our eyes should begin 
to “limp” any sooner than any other part of us. 
Researches conducted in connection with the develop- 
ment of the Science of Seeing indicate the amounts of 
light we must provide for our eyes if we are to con- 
serve our vision, and the invention of the Sight Meter, 
which measures light just as a thermometer measures 
heat, makes it possible for us to have lighting that is 
scientifically correct at home as well as in store and shop 
and school. 

Armed with this meter, in a kit of home lighting para- 
phernalia, and with the home lighting prescriptions of 
the Science of Seeing 225 young women have gone into 
living rooms in 120 communities. Wherever they find a 
lamp providing only two or three units of light, they 
figure out a way to step it up to 10 units at the very 
least if it has to be used for reading, 20 for sewing. 
Actually, young or old, our eyes could use to advantage 
100 units of light or more, for close seeing tasks. 

These are not extravagant specifications. Considering 
that our eyes developed outside under as much as 10,000 
units of light on a bright day, 10 and 20 is not too much 
to demand of a good reading lamp. It is only safe and 
sane. Safe, because it enables us to use our eyes without 
straining them, and thereby promotes eyesight conserva- 
tion; sane because it 7s only sane to make seeing easy, 
thereby permitting us to use our energy to some purpose, 
instead of wasting it in trying to see. 
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"Moonlight" Night Lights 

A system of night lights, controlled from 
a switch under the pillow, will give a 
lighted path through the halls from 
"moonlight" lamps located close to the 
floor. These night lights may also be 
connected to a burglar light system 
whereby one switch in the main bed- 
room will turn on at least one light in 
every room of the house and several 
lights outdoors 





Floodlighting 


Floodlighting is both an excellent form 
of burglar insurance and an indication 
of hospitality awaiting the arriving 
guest. Outdoor receptacles, located at 
suitable points on the lawn provide for 
the use of portable floodlights 


Lighted Garden 


Wherever there is a garden in bloom— 
or in the making—weatherproof outlets 
should be conveniently located on the 
outside of the house and garage. These, 
together with one or two inexpensive 
garden lighting units make it possible 
for the garden to be used and enjoyed 
just like another room in the house 
during several months of the year 


Garage 


Convenience is one thing, burglar 
protection another, insurance against 
scraped fenders and bumped shins 
something else again. But whichever 
way one chooses to consider a light for 
the garage entrance, there is every 
reason for providing 100 watt lamps 
with suitable reflectors and convenient 
switch control 
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The Fixture Appropriation 

Lighting fixtures are not just another hardware item. They con- 
stitute a most important part of the decorative scheme of the 
modern home 


An adequate fixture appropriation, provided for at the outset, 
not only assures adequate lighting but also makes possible the 
selection of lighting equipment possessing a decorative value in 
keeping with other appointments of the home 























Kitchens That Save Steps 


The first consideration in planning 
the kitchen workshop is to make 
possible a straight line flow of ma- 
terial. This may be accomplished 
by providing five work centers, ar- 
ranged in the proper sequence 


A U-shaped kitchen, designed by General 
Electric, which provides the proper sequence of 
the five work centers.: Note the additional 
lighting units beneath upper storage cabinets 


This apartment house effi- 
ciency kitchen, also planned 
by General Electric, is a 
veritable hoarder of space, 
yet all essential features 
are provided 
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Even the most modest 
kitchen deserves a wall 
bracket over the range, 
and another over the sink, 
in addition to a center 
ceiling unit 





This model kitchen, designed by Westinghouse, pro- 
vides a continuous working surface. Cabinets are built 
to the floor, converting space which otherwise would 
collect dust and dirt into convenient storage space 


By EDWINA NOLAN 


Home Service Director, General Electric Institute, 
Nela Park, Cleveland, Ohio 


AREFUL analyses of the working habits of house- 

wives indicate that when all kitchen equipment 

is organized into five work centers, each arranged 
and equipped to perform its respective function most 
efficiently in relation to the others, a definite saving in 
time and effort results. These work centers are: 

1. Food storage, including the refrigerator and storage 
space for nonperishable foods, utensils and appliances 
for preparing foods; 

2. Food preparation center closely associated with, or 
part of, storage center ; 

3. Cleaning center including the sink, dishwasher, 
waste disposal (incinerator, hopper or garbage recep- 
tacle), towel racks or dryer, cleaning utensils and mate- 
rials and cooking utensils, such as vegetable pans, first 
used at the sink; 

4. Cooking center, comprising the range or stove and 
space for storing condiments and such utensils as are 
first used at the range or stove; 

5. Serving center consisting of a space where dishes 
ready for table service are assembled. 

The ideal arrangement of these work centers in the 
kitchen is in the shape of a “U,” in the following 
sequence: Food storage center with its refrigerator 
should be near the service entrance. A work top at this 
point on which deliveries can be temporarily placed be- 
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Where a "U" shaped kitchen plan is 
impractical, proper sequence of work 
centers may be obtained by this "'L" 
arrangement 


Built-in lighting over the sink and 
range affords shadowiless local _ illu- 
mination. The wall clock and venti- 
lating fan are essential items of 
kitchen equipment 






fore being distributed to their proper storage points is 
desirable. Incidentally, much time will be saved if the 
refrigerator opens toward the work area, rather than 
away from it. The storage center should be part of, or 
adjacent to, the food preparation center. Since water 
is needed both for food preparation and cooking, the 
sink may well be placed next to the preparing center, 
and the range beyond the sink. Work space between 
sink and range is advantageous for secondary cooking 
with appliances such as electric toasters, waffle irons or 
percolators and to provide clear space on which to place 
hot dishes removed from the range. The serving center 
should be adjacent to the door to the dining room, in 
order that time and effort may be conserved in the 
process of serving. Thus we have a straight flow of 
production extending through all work centers, with the 
housewife traversing a triangular path in attending to 
her kitchen duties. Since the kitchen is the workshop of 
the home, there is every reason why the same efficiency 
that prevails in industrial shops should exist in the 
domestic plant. Actual practice in our laboratory kitchens 
reveals, for example, that by following this system, the 
housewife need take only 22 steps in baking an apple 
pie, rather than the average 105 steps. 


It is estimated that the average housewife spends 
more than seven hours daily, or approximately 2500 
hours a year, in kitchen and other household duties. 
With proper planning, efficient arrangement of work 
centers and use of adequate home equipment, these 
hours could probably be cut in half, releasing the 
remainder of the housewife’s time for leisure and the 
upbringing of her family. 
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Many a home owner cannot afford, 
at the outset, to completely equip his kitchen 
electrically. However, if the builder has planned 
for the possible later acquisition of a range, dish- 


washer and other electrical equipment, and if he 


has provided thetnecessary circuits and outlets, 


the home owner may gradually add to his 


equipment as his means permit 














Towels and dishcloths are 
always out of sight in the 
kitchen that is provided 
with an _ electrically 
equipped drying cabinet 





All cupboard space can 
be readily illuminated 
when glass shelves are 
provided 
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Providing for 


Better Radio 


By LEE McCANNE 


Manager, Te-lek-tor Division, 
Stromberg-Carlson Telephone Mfg. Co. 
Rochester, N. Y. 


O 99 architects out of 
100, “radio wiring” 
brings to mind just 
one thing: a multiple-outlet 
system providing aerial, 
ground and power circuit 
connections at convenient 
outlets, all fed from one 
centralized antenna. 
Unfortunately, such a 
system is absolutely worth- 
less for short wave recep- 
tion below 30 meters, and is 
inefficient from 30 up to 
200 meters. No shielded 
lead-in system, or low-im- 
pedance transmission line 
employing radio frequency 
transformers at the aerial 
and at the receivers, can 
transmit uniformly and ef- 
ficiently the very high fre- 
quencies concerned in short 
wave reception. These cen- 
tralized antenna systems 
will continue to serve for 
one or more broadcast re- 
ceivers, but, where short 
wave or all-wave reception 
is desired, they will have to 
be supplemented by sepa- 
rate aerials designed espe- 
cially: for short wave use. 


Aerials for All-wave 
Receivers 


The characteristics of 
antenna systems for broad- 
cast reception purposes are 
fairly well known. An ex- 
posed aerial is always bet- 
ter than an indoor type. 
Where only one receiver is 
to be served and it is ina 
quiet residential district, the 
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There is a growing demand for 
built-in radios and concealed loud 


speakers 





Living room, bedrooms, children's 
play room, basement recreation 
room, sun porch, kitchen and 
servants’ quarters should each be 
provided with a special radio out- 
let for the operation of individual 
receivers. Power, aerial and ground 
connections are brought to a 
common receptacle, improving re- 
ception and eliminating unsightly 
wiring 





Reception 


Modern all-wave receivers require radical changes in 
aerial design. Built-in radios connected to several con- 
cealed loud speakers, remotely controlled, provide 
improved reception and are gaining in popularity 


simplest type of vertical or flat top aerial 
and direct lead-in wire is satisfactory. It 
is only where man-made static interference 
is created by nearby electrical devices, or 
where several broadcast receivers are to be 
served from one central antenna, that a low 
impedance shielded transmission system 
should be employed. These transmission 
systems are not 100 per cent efficient and 
will result in a slight loss of sensitivity at 
one or more dial positions, even in the broad- 
cast band. However, they represent the best 
compromise available where static noises are 
created by nearby machines, or for serving 
a number of radios. 

For short wave reception, a simple wire 
or brass rod from five to 30 feet long is 
usually satisfactory. It is certainly more 
efficient than the multiple outlet shielded 
lead-in systems. The high frequency, short 
wave signals would be completely lost in a 
few feet of shielded lead-in. In fact, the 
lead from such an aerial must not be in- 
stalled in metallic conduit nor is it best to 
run it inside a wall near large metal objects, 
such as the steel frames of buildings, metal 
lathe, reinforcing rods in concrete, etc. 
Where the antenna is installed on a roof, it 
is best to run its lead-in down the side of 
the building, spaced a foot or more away 
from the wall. 


Separate short wave aerials should be 
provided for each short wave or all-wave 
receiver. The ground wire should run as 
directly as possible, and make low resist- 
ance contact to a cold water pipe or other 
good ground. 


Where multiple outlet antenna systems 
have already been installed to serve broad- 
cast receivers, and especially where apart- 
ment house rules prohibit the erection of 
private aerials, these requirements for good 
short wave reception may seem discourag- 
ing, but, on the other hand, it is sometimes 
possible to run a short brass rod directly 
out from the window sill and bring in short 
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wave programs from amazing distances, 
even in broad daylight. 

If nearby electrical machines create static 
noises (and these may be very disturbing 
on the short waves above 25 meters), the 
short wave aerial should be installed as high 
and as far away from all elevator motors, 
electric fans, oil-burner furnaces, etc., as 
possible, and then connected to the receiver 
by a “transposed lead-in” system, the short- 
wave equivalent of the shielded lead-in used 
for broadcast reception. In this case a 
grounded wire is erected to parallel the 
down lead from the aerial, but spaced a few 
inches from it, so as to keep down the 
“capacity” between them. Then, by insula- 
tion pieces spaced at approximately two- 
foot intervals, these two wires are caused 
to cross each other back and forth. In this 
way, the grounded wire is caused to pick up 
any noise interferences that the aerial lead- 
in can intercept, and to cancel out these 
interferences at the receiver. Thus only 
the signals picked up on the unbalanced 
top portion of the short wave aerial are 
effective; its lead-in is.enabled to pass near 
static-creating devices without receiving 
their noise signals. This transposed type of 
lead-in is also suitable for broadcast recep- 
tion on all-wave receivers. 

As for the optimum length of exposed 
aerial (including the lead-in wire, if it is not 
transposed or shielded), a single wire about 
100 feet long is suitable for all-wave re- 
ceivers. Curiously enough, many short 
wave receivers work best when connected 
to an aerial shorter than 30 feet or from 100 
to 110 feet long, rather than intermediate 
sizes. 





Built-in Loud Speakers 


Antenna wiring, however, represents less 
than 10 per cent of a good radio’s need for 
built-in equipment in a residence today. It 
might be said that, so far, architects have 
concerned themselves with the wrong end 
of the radio set. Except for running the 
down lead, where walls are of solid con- 
crete or brick, aerials can be installed at any 
time, and usually with satisfactory recep- 
tion. But the loud speaker unit, at the out- 
put end of the radio receiver, can nearly 
always be materially improved intone qual- 
ity and acoustic efficiency by mounting it in a wall 
or ceiling, with the intelligent co-operation of the 
architect and home builder. 

Obviously, the usual radio cabinet is not the most 
ideal flat baffle, but represents a compromise between 
the baffle requirements of the loud speaker and an at- 
tractive piece of furniture to house the chassis. The 
face of the cabinet serves as a baffle for the speaker, yet 
the enclosure behind it must be carefully proportioned 
and vented or else it will introduce its own “cavity 
resonance” or drum tone to distort the music. Large 
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Loudspeakers located in various 
rooms and connected to a single 
receiver may be operated from re- 
mote control stations located in 
master bedrooms and recreation 
rooms, as well as in the living room 


console cabinets naturally 
provide more baffle area 
than midget or table-type 
cabinets; thus there is a 
definite physical reason why 
the larger sets have a better 
tone than small cabinet 
models, other parts being 
assumed equal. Yet a still 
further improvement may 
be expected when the 
speaker unit is installed in 
a wall or ceiling, making 
use of a larger baffle than 
can be obtained in cabinets 
acceptable to the house- 
wife, 

From thedecorative 
standpoint, loud speakers 
mounted flush in a wall or 
ceiling are usually concealed 
behind anappropriate 
grille overlay and grille 
cloth, or a tapestry of fairly 
open weave. This allows 
more latitude in the selec- 
tion of a grille material 
than is usually available in 
choosing radio cabinets to 
harmonize with other fur- 











Loudspeakers mounted in walls or 
ceilings, or attached to the backs 
of closet doors, provide better re- 
ception and improved tonal quality 
due to larger baffle areas 


nishings of a room. Where 
the speaker unit is installed 
in an interior partition be- 
tween two rooms, it is pref- 
erable to mount grilles on 
both sides of the wall, so 
that the speaker can serve 
both rooms; but it is possi- 
ble to confine the back of 
the speaker. 

With the baffle require- 
ments of the loud speaker 
thus admirably taken care 
of, it is not always neces- 
sary to use a furniture cab- 
inet to house the radio 
chassis mechanism. Sev- 
eral types of radios have 
been designed with a divid- 
ed chassis so that the larger 
portions of the apparatus 
can be concealed in a cup- 
board or closet, or in a cus- 
tom cabinet to harmonize 
with the furniture. The knobs for controlling such 
radios are usually installed in a small table type cabinet, 
connected to the apparatus proper by a flexible cord. 


Remotely Controlled Receivers 


In other cases, the complete radio tuning and ampli- 
fying chassis is concealed in a cupboard, closet, or even 
in the attic, and operated by remote control. This has 
the advantage that the radio may be adjusted from any 
number of remote control points (Turn to page 31) 
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Kitchen Ventilators 


Cooking odors never pass beyond the kitchen door when suitable ventilation is 
provided. No greasy film is deposited on furniture, drapes and woodwork. Fumes, 
smoke, steam and excessive heat are effectively removed. Kitchen ventilators are 
available for installation in the window frame, but, wherever possible, the fan 
should be built permanently into the kitchen wall 





Building Comfort Into the Home 


Attic Ventilation 


Attic temperatures well in excess of 100° are 
by no means unusual in summer, due to sun 
heat accumulated during the day. Bedrooms 
will remain hot at night unless this hot, stagnant 
air is removed. A ventilating fan, properly 
installed, will draw cool night air into the bed- 
room and, through grilles in clothes closets, to 
the attic thus expelling this heated air and 
affording comfortable sleeping conditions 


Regardless of whether or not air con- 
ditioning in any form is provided, 
every home needs a ventilating fan in 
the kitchen and auxiliary heat in the 
bathroom 

















Attic ventilation, with grilles in the 
second floor ceiling, brings comfort 
to the sleeping rooms on summer 
nights 


Where a central air conditioning sys- 
tem is too costly, a humidifier will 
provide winter comfort in the living 
room while unit air conditioners will 
afford relief from excessive summer 
temperatures 
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Humidifiers 


For winter comfort, humidification of the 
air is essential, especially in the living 
room. Heat is required to evaporate a 
sufficient quantity of water and a fan is 
desirable to obtain air circulation. Some 
units on the market are equipped with 
electric heating coils while others utilize 
heat from the radiator 


Bathroom Heaters 


A built-in electric heater in the bathroom 
is both a convenience and an economy. 
It provides comfort on chilly nights and 
mornings, especially in the spring and 
fall, when the heating plant is not in 
operation. The bathroom will be heated 
more quickly if the heater is equipped 
with a small motor driven fan. Even if 
no heater is to be installed immediately, 
wiring of 2500 watt capacity, minimum, 
should be carried to an outlet box at the 
logical heater location 





Central Air 
Conditioning System 


When a central system is installed, heat- 
ing and cooling units are located in a 
“weather room" in the basement. Both 
units lead to a system o¢ air ducts which 
in turn run to the various rooms thus pro- 
viding a method of sending conditioned 
air, warm or cool, to every part of the 
home and in quantities to assure comfort 
no matter what the temperature may be 
outside. Each section of the home may 
be controlled independently so that tem- 
peratures may be maintained at variance 
with those in other sections 
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Unit Air Conditioners 


Year-round comfort may be ob- 
tained from unit air conditioners 
which provide for heating, cool- 
ing, humidifying, de-humidifying 
and circulating of air. In addi- 
tion to the necessary wiring, con- 
nections must be made with the 
heating system, water supply and 
drain. The refrigerating equip- 
ment may be either ice or 
mechanical and should be located 
in the basement. Conditioners 
on the first and second floors, 
also the refrigerator, may be 
operated from a single mechani- 
cal refrigerating unit located in 
the basement 








The Industry's Standards for 


Adequate House Wiring 


By ARTHUR L. ABBOTT 


The Standards of Wiring Adequacy for Residences, approved by ev- 
ery national association in the electrical industry, first set up standard 
loads for lighting, and for portable and fixed appliances. Based upon 
these loads formulae are given for computing the required number of 
lighting and appliance branch circuits and the required service ca- 
pacity. These are detailed below while on the opposite page is 
given in tabular form by rooms a summary of outlet recommendations 


Lighting Circuits 
NE 15-amp. branch circuit is to be provided per 
OC 500 sq. ft. of floor area. The area is computed 
from the outside dimensions of the house and 
does not include open porches or unfinished spaces in 
the basement or attic. All circuit wires are to be No. 
12 and the outlets supplied are to be divided equally be- 
tween the circuits, or as nearly equally as possible. 


These circuits are always in addition to the appliance 
circuits called for by the Standards. 


Appliance Circuits 

At least two appliance circuits are to be installed in 
every house. They are to supply all convenience out- 
lets in the dining room, breakfast room, kitchen, pantry 
and laundry and are to be confined to these spaces and 
these outlets. It is recommended that both circuits be 
run to each of the rooms named and that the outlets 
in each room be equally divided between the two cir- 
cuits. 

The National Electrical Code requires wire not 
smaller than No. 12 for appliance circuits and permits 
20-amp. overcurrent protection, thus the combined ca- 
pacity of the two circuits is 40 amp. at ‘115 volts or 
4,600 watts. It is reasonably certain that this capacity 
will be found ample in any residence up to 12 or 14 
rooms in size. Additional appliance circuits may be 
called for to meet special conditions found in houses of 
the class costing $50,000 or more. 


Individual Appliance Circuits 

An individual branch circuit is required by the N. E. 
C. for the supply of each appliance rated at more than 
15 amp. This means 15 amp. at 115 volts, since an ap- 
pliance circuit feeding two or more convenience outlets 
or applications is limited to a maximum of 125 volts. 
It would sometimes be practicable to supply two 1,000- 
watt appliances by one appliance circuit, but even then 
voltage drop must be considered, and as a general rule 
it is preferable to provide an individual circuit for each 
appliance rated at 1,000 watts or more. 

Branch circuits should be installed for all of the fixed 
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appliances listed below in the outline of the method for 
computing the service capacity, or if some of these cir- 
cuits must be omitted from the original installation, the 
work should be left in such condition that any of the 
omitted circuits can be added later at a minimum of 
expense. 


Service 

The capacity of the service is to be computed in two 
steps. First, the demand in watts is determined for the 
lighting and small appliance load, and second, the de- 
mand for the larger appliances is computed. The sum 
of these two demands is the service capacity that should 
be provided. 

1. Lighting and Small Appliances. Allow two watts per 
sq. ft. for the first 2,000 sq. ft. of floor area, plus one 
watt per sq. ft. for the area in excess of 2,000 sq. ft., 
plus 1,000 watts. 

Example: The total floor area of a given house, 
computed as previously explained, is 2,800 sq. 
ft. The service capacity to be allowed for lighting 
and small appliances is: 

2,000 sq. ft. at 2 watts per sq. ft.....4,000 watts 


800 sq. ft. at 1 watt per sq. ft..... 800 
Fixed atipmhd® sis isc seseccss: 1,000 


—_—_— 


Total demand for this part of load. .5,800 watts 


2. Large Appliances. The appliances to be provided 
for should include, as a minimum, a range, a water 
heater, an air heater in each bathroom, an oil- or gas- 
burning heating plant or automatic stoker, and at least 
1,500 watts spare capacity. The actual rating to be as- 
signed to each appliance must be determined locally, as 
these ratings will depend to a considerable extent upon 
the practice recommended by the local power company. 
The ratings given below may be taken as fairly typical. 


Example: The large appliance load to be supplied 
is as follows: 


EE oh 66 Snnwess nes eke 2 40 ae 8,500 watts 

Wane NNOORED So. ck vaso prets oe ts 3,000 

Bee eatete?. 6S. 20 ie 3,000 

Oe MOORES 05) <kons ons. osld eee 1,000 

EE FE TO as 1,500 
I st ie Rete Pe rae tr arabe) 0: 17,000 watts 
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Summary of Outlet Recommendations 









































Outlets Outlets 
Space Ceil- |Brack-| Con- | Switch Space Ceil- |Brack-| Con- | Switch 
ing et | veni-| Control ing et | veni-| Control 
ence : ence 
Front entrance. (Depends upon ee SPORE PEE eRe ee 1 1 1 
architectural arrangement)...... 1 OR| 2orl 1 inside In separate shower compart- 
For house number............ 1 1D Sr oe Boos ow oo oc wedaeceecess 1 1 
For decorative lighting........ 1 1 inside Each side of mirror........... 1 1 
Side and rear entrance........ LOR )3 1 inside Lavatory—each side of mirror. 1 1 
Covered porch—Per 100 sq. ft. -_ 
a Ege Se ee Pe 1OR; 1 1 inside 
Porch, terrace or patio—Per 15 Laundry—over tubs se eee ceee 1 
ft. of wall space on house side.... 1 linside |}, Over orien — or over 1 
ironing board, or both.......... 
Controlling 1 or more of above 1 
Hall, passage, stairway—At Over washer (pendent)........ 1 
head and foot of stairway....... LOR. 2 2 3-w.or1|| As needed for other appliances. 1 or 
3-w. and more 
1 4-w. 
Additional (if required) for each 
15 ft. length of hall............. 1OR| 1 1 or 2* my F 1 
For each 12 ft. length of hall... 1 At tel nbee... iii eines 1 d setaes 
of stairs 
‘is In front of furnace 1 
Living room, bedroom, recep- aon, “pega 
tion hall, library, den, pei room, For motor-driven tools........ 1 on 
children’s play room, recreation _— 
room, enclosed porch, etc........ 1 4° 
Or (see Standards)........... 2 2* Attic—unfinished spaces. ..... 
For decorative purposes....... t lor more*!| Each separate space.......... 1 
Per 12 ft. of wall space........ 1 | lormore|} At head of stairway.......... 1 1 at foot of 
(See Standards) stairs, or 
Living room, master bedroom and 2 3-w. 
— e as desired—provide radio In suitable location........... At 
. east 1 
Dining room, breakfast room or Closets 3 ft. or more deep or 
a eo 1 sg having 10 sq. ft. or more floor area} 1 OR} 1 1 (or pull- 
For decorative purposes....... t 3° chain 
Under Bee Om. .. cos cer ccses 1 socket) 
ok | ee rer 2 or 
more 
saa : : Garage— 
Additional, if necessary, in each O 3 a 1 
space for buffet, serving table, etc. Between each 2 cars, at rear... | 1 ; 
On exterior........ ge Ew 1 2 3-w. 
Kitchen, pantry, each......... 1 ng On rear wall, for each car..... 1 
At each work area, as range, 
eg EP rr errr 1OR} 1 1 or more 
At table and each other work Protective lighting— 
Rea sre ves Basistu wd aaue 1 At rear outside corners, imme- 
For connection of refrigerator, diately under eaves............. 2 or 2 3-w. 
fan, dish washer, clock, etc., each 1 (See Standards.) more 



































*3-way, or 3-way and 4-way, control should be provided at each regularly used entrance to every room or hall 
where such entrances are 12 ft. or more apart. 
tFor decorative purposes as many bracket lighting units can be installed as may be desired. 





It is generally agreed that for any such load as the 
foregoing, a demand factor of considerably less than 100 
per cent may be applied with entire safety. Until suit- 
able demand factors have been established after an in- 
vestigation of peak loads in actual installations, it has 
been suggested that the following very conservative rule 
be used: Where the installation consists of a range, 
water heater and at least two other fixed appliances with 
a combined rating of 3,000 watts or more, a demand 
factor of 70 per cent may be applied to the total con- 
nected load of fixed appliances. 

70 per cent of 17,000 watts is 11,900 watts. Adding 
to this 5,800 watts, the required capacity for lighting 
and small appliances, the total service capacity re- 


quired is 17,700 watts, equivalent to 77 amp. at 230 
volts. A 100-amp. service switch should therefore be 
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installed and the service conductors should be three 
No. 2. 


Outlets 


The outlets and switch control cannot be laid out ac- 
cording to any fixed rules, for each house is an individ- 
ual problem. The Standards discuss fully the desirable 
arrangement for each space in the house and should 
be followed so far as financial considerations will per- 
mit. The basic outlet recommendations are shown in 
the following table. It is impossible, however, to in- 
clude all of the recommendations in any practical and 
usable table and in each case the appropriate paragraph 
of the Standards should be consulted in order that all 
recommendations may be noted and due weight given 
to each. 
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The modern home requires a service of at least 60 amperes 


Basements Designed for Living 


Laundry 


As in the kitchen, the location of equip- 
ment in the laundry should be planned 
for continuous working operations. The 
well designed home laundry makes pro- 
vision for clothes hamper, work tables 
for sorting clothes, adjustable ironing 
board with electric iron connection, 
clothes sterilizer, heater for making 
starch, washing machine, set tubs, sink 
for hand laundering, ironing machine 
with ample space on either side for 
finished and unfinished work, adequate 
lighting over each work center, and also 
a ventilating fan 



















Work Shop 


Play Room 





motor-driven tools 
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WitH the advent of 


oil and gas heat, and the consequent 
elimination of dirt from coal and ashes, 
the basement has definitely become an 
important part of the living quarters of 
the modern home. The degree of satis- 
faction which the home owner derives 
from his recreation room, home work- 
shop and electrically equipped laundry 
depends upon the extent to which the 
electrical requirements have been antici- 
pated by the architect 





Recreation Room 


The recreation room needs plenty of 
lighting outlets. Over the ping pong 
table there should be two 150 watt 
lamps, properly reflectored, and locat- 
ed midway between net and end of 
table. Championship play demands a 
third unit of similar wattage located 
over the net. Bridge requires indirect 
illumination from either ceiling fixtures 
or 250 watt floor lamps. Outlets for 
table lamps, radio set and home movie 
projector should also be included 


With modern heat installed many a man, for the first time, has 
been able to gratify his desire for a work shop of his own where 
he can tinker and develop his hobbies. From time to time he 
will add motor-driven tools to his equipment. Adequate circuit 
capacity and frequent outlets should be provided at the outset 


Every boy deserves a work shop and play room of his own. His 
electric train requires overhead lighting outlets equipped with 
metal reflectors, also a receptacle for connecting the transformer. 
In addition, there will be a work bench with reflectored outlet 
directly overhead and several wall receptacles for saws and other 
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Check List 


When going on the job with the prospect be sure 
each item is covered in the plans or brought to the 
customer's attention. Check each item when ap- 
proved. Use a cross when the item is not wanted. 


é 








Check List 


Check List 


Vv 








BED ROOM 


Clock Outlet 

Closet Light 

Night Light 

Master Switch Control 

Radio Switch 

Radio Outlet 

Fan Outlet 

Telephone Outlet 

Vacuum Cleaner Outlet 

Bed Reading Light Outlet 

Ceiling Light Outlet 

Ceiling Light Switch 

Mirror Lights Outlet 

Electric Train Outlet 
(Child's Room) 

Sun-lamp Outlets 


PORCH 
Ceiling Light 
Indoor Switch 


Reading and Bridge Lamp 
Outlets 


Check List 








OUTDOORS 
Front Door 
Lights 
House Number 
Inside Switch Each 
Back and Side Doors 
Entrance Light 
Inside Switch 
Christmas Outdoor Lighting 
Outlet 
Inside Switch 
Protective Lighting 
Garden Lighting or Sports 





BATH ROOM 


Light Outlet each side of 
mirror 

Ceiling Light (large room) 

Heater, built-in 

Bottle Warmer, Electric 
Razor, Blade Sharpener, 
Curling Iron or Sun-lamp 
Outlet 

Wall Switch 


Lighting Outlet 





GARAGE 
Ceiling Light over hood 
each car 
Trouble Lamp and, Vacuum 
Cleaner Outlet 
Dual Location Switch Con- 
trol at each entrance 


Outdoor Light 





KITCHEN 





HALLWAYS 


Door Chimes 

Ceiling Light 
Upstairs-downstairs Switch 
Vacuum Cleaner Outlet 
Closet Light 

Telephone Outlet 


Garage Light Switch 
Range Outlet 
Refrigerator Outlet 
Ironing Board Outlet 
Mixer, Toaster and Kitchen 
Appliance Outlet 
Dish-washer Outlet 
Lighting 
General 





ATTIC 


Ceiling Lights 

Trunk Light Outlet 
(length of heavy duty cord 
with lamp and guard) 

Switch with current saver 
pilot 

Radio Antenna 

Ventilating Fan 





Sink 
Cooking 
Refrigerator 
Cupboard 
Ventilator (built-in) 
Clock Outlet 
Flush Signals 
Telephone Outlet 











DINING ROOM 
Lighting 
Ceiling 
Cove 
Brackets 
Table Appliance Outlets 


Two Location Switch at 
each door 


Maid Signal 





LIVING ROOM 
Radio Outlet 


Portable Lamp Circuits 
(with hot and switched 
outlets ) 

Lighting, general 
Ceiling 
Bracket 
Cove 

Two Location Switches at 
each door 

Clock Outlet 

Christmas Tree Outlet 

Book-case Outlets 

Mantle Outlets 





PANTRY 
Mixer Outlet 
Ceiling Light 
Light Over Shelf 
Switch 





CELLAR 
Lighting 
Over tubs 
Near furnace 
Over work-bench 
Sports room 
Storage room 


Switches t 
Light control each room 
beside door 
Cellar pilot 


Washing Machine Outlet 

Ironer Outlet 

Work Shop Power Circuit 
and Outlets 

Radio Ground 

Extra service capacity 
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Formerly VAze Jobber'’s Salesman 





E. T. ROWLAND, Editor 











We Believe That— 


The Electrical Wholesaler Can Best 
Contribute to National Recovery 


Through 
Creative Selling 
Capable Management 
Coordinated Industry Effort 











Courtesy 
Discounts 


NDER the “Protection to Retailers” section of the 

General Wholesaling Code, it becomes unlawful 
for a wholesaler to compete with his retail customers 
by extending trade discounts to his commercial, indus- 
trial and civic accounts on purchases for the personal 
use of their employees. 

This unethical practice has been all too prevalent 
among electrical wholesalers in the past. As one prom- 
inent wholesaler expresses it: “Those of us in the elec- 
trical industry appreciate well the fact that we, as 
wholesalers, have driven, or at least have contributed 
in large measure to driving the electrical retailer out 
of business. We have done this through sales to the 
retailer’s customer at wholesale prices with no excuse 
whatsoever, except to influence other business. Many 
of our present electrical contractors were contractor- 
dealers until we wholesalers took their business away 
from them.” 

Appliances, lamps and especially radio, have long 
been freely offered to industrial and institutional pur- 














chasing agents at wholesale prices. We recently learned 
of an electrical wholesaler who took on a line of radio 
for the sole purpose of being able to “accommodate” 
his industrial accounts and with no thought of going 
out after dealer business. Radio and appliance dis- 
tributors, selling only through dealer outlets, have com- 
plained frequently and bitterly of the unfair competi- 
tion to which they have been subjected by electrical 
supply wholesalers with a wide-open policy on “cour- 
tesy” sales. 

Many wholesalers have long looked forward to the 
day when they could discontinue this practice without 
fear of losing legitimate industrial business to their 
competitors. 

That day is now here. Any wholesaler who indulges 
in this practice violates the law and is subject to its 
penalties. Combination wholesalers with separate mill 
supply, hardware, plumbing, automotive, electrical and 
other departments will have to set up close internal 
supervision to guard against violations because of the 
overlapping of their departmental sales. 

The responsibility for adequate supervision falls on 
the wholesaler executive. He must place his house in 
order, adopt an iron-clad policy and see that it is com- 
pletely lived up to. His competitors, who are living up 
to the Code, may overlook his first violation and give 
him an opportunity to complete his hous® cleaning, but 
repeated violations will be reported to the NRA—and 
the enforcement agencies of the NRA are not the Code 
Authorities, but the Federal Trade Commission and 
the Department of Justice of the United States. 


Vv 
Credit- 


Terms 


URING the past month several manufacturers, 

who have been enforcing credit terms of 10 days 
from date of invoice, have recognized the unfairness 
of these terms and have indicated that they would file 
with their Code Authority new terms of 10th prox., 
acceptable the 15th. 

One wholesaler reports that, in a single day, two of 
his important suppliers personally advised him they 
were changing their terms to the 10th prox. “These 
two calls in one day,” he writes, “give ample proof 
that this matter of terms is being reconsidered by many 
manufacturers.” 

Another wholesaler wrote to several of his suppliers, 
urging that they adopt less stringent terms. He re- 
ceived eight replies. Five favored terms of two per 
cent 10th prox., while three preferred semi-monthly 
payments. 

Still another wholesaler, whose business was placed 
in the hands of a receiver last month, states that “this 
action was forced in no small measure by the tighten- 
ing up of credit on the part of our suppliers.” 

When a manufacturer loses an established distribu- 
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tor outlet of many years standing, he must immediately 
set about rebuilding his distribution in that territory. 

First he must establish a new wholesaler connection. 
Then this new outlet must be developed to the point 
where it can function efficiently on his products. To 
accomplish this requires time and, until this is accom- 
plished, sales of his products in that territory cannot 
help but suffer. 

Thus, strict credit terms penalize the manufacturer 
as well as the wholesaler. It is most encouraging that 
several manufacturers are now cognizant of this fact. 
However, until every manufacturer who distributes 
through the wholesaler adopts reasonable credit terms, 
there is grave danger that many distributors will be 
unable to continue in business. 

As we stated last month, “the industry needs sane 
credit terms. It needs them immediately.” 


v 
Wagner 
Bill 
I span Wagner Bill, now before Congress, would give 
to the National Labor Board powers far beyond 
those enjoyed by any court. These include, according 
toa NEMA bulletin, the power: 

“To require the appearance of any person whom the 
Board or any employee thereof has reason to believe is in- 
dulging in ‘unfair labor practice’ by service of complaint 
stating the ‘general nature’ of the charges. This appearance 
may be required in 24 hours without regard to time, dis- 
tance, convenience or other consideration. 

“To amend the complaint (which need only be general) 
at any time before, during or after the hearing. In this re- 
spect the powers of the Board transcend those allotted to 
any Court in the United States. 

“To disregard and be unbound by the rules of evidence 
prevailing in courts of law or equity. In other words be 
a law unto itself. 

“To reopen cases at will.” 

The National Electrical Manufacturers Association, 
which rarely asks its members to take such action, has 
recommended that they communicate with their sena- 
tors and representatives, opposing this legislation as 
“unacceptable in the last degree.” A number of whole- 
salers have already taken similar action. 

In its present form, this Bill promises to seriously 
retard business recovery. 


Vv 
Wholesaler 


Associations 

Beda month, in commenting on the organization of 
the new National Council of Electrical Wholesal- 
ers, we endeavored to point out the need for a single 
strong, aggressive national organization capable of 
performing all the functions of a national trade asso- 

ciation for the entire electrical wholesaling industry. 
In spite of the fact that, in referring to local associ- 
ations of electrical wholesalers, we stated that “their 
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accomplishments have fully justified their existence,” 
our remarks were construed by several readers as an 
attack on the local association movement. 

ELECTRICAL WHOLESALING has consistently advo- 

cated, and it continues to advocate, the formation of 
local wholesaler groups. It is our hope that, in the 
near future, local or regional groups will be function- 
ing in every district throughout the country. 
- We recognize these local groups as essential to the 
welfare of the industry. We further recognize that 
the new National Council fills a vital need which 
NEWA, as now constituted, is incapable of filling. 

However, we are also cognizant of the serious finan- 
cial problems now confronting the independent electri- 
cal wholesaler. We recognize the necessity for reduc- 
ing, wherever possible, the wholesaler’s financial bur- 
den. Every electrical wholesaler, whether or not he 
belongs to NEWA, will be assessed for the support of 
the Divisional Code Authority of the Electrical Whole- 
saling Trade. 

If a reorganized and revamped NEWA, capable of 
performing the very necessary duties for which the 
new National Council has been designed, can be 
brought about, it is our contention that the cost to 
the independent individual wholesaler in supporting a 
single national organization will be less than if he is 
called upon to support two separate national groups, 
one dealing with his relations with his supplying manu- 
facturers and serving as the clearing house for the 
very necessary local associations, and the other group 
dealing with the administration of his Supplemental 
Code. 

The primary purpose of our March editorial was to 
emphasize that the independent wholesaler members of 
NEWA are now in the majority and to point out the 
possibility, through their initiative, of effecting those 
changes which are necessary if the Association is to 
meet the needs of the entire industry. Pending the ac- 
complishment of this, the National Council should cer- 
tainly carry on its important work. 


v 
Thank You, 
Mr. Manufacturer 
Y igen rane the preceeding pages, there appear 
many illustrations depicting modern installations 
of electrical wiring and equipment in the home. Their 
publication in this special issue of ELEcTRICAL WHOLE- 
SALING, devoted to the “Modern Electrical Home of 
1934,” has been made possible through the cooperation 
of the following manufacturers: 

American Blower Co.; Chicago Electric Mfg. Co.; 
Edwards & Co.; General Electric Co.; Ilg Electric 
Ventilating Co.; Lionel Corp.; Melody Co.; RCA Vic- 
tor Co.; Square D Co.; Stromberg-Carlson Telephone 
Mfg. Co.; B. F. Sturtevant Co.; Westinghouse Electric 
& Mfg. Co., and Yaxley Mfg. Co. 
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Men You Should Know 


ROBERT L. SIMON 


Metropolitan Electrical 
New York City 


President, 


ORN and bred in New York 

City, Robert L. Simon attended 

public schools in that metropolis 
and, at the age of 19, obtained his 
first real job as linesman for the 
Western Union Telegraph Co. The 
next year he joined the Western 
Electric Co. as an inspector in the 
telephone department. It was while 
on this job that he signed up for an 
electrical engineering course with a 
correspondence school. Although Mr. 
Simon stayed at this job less than a 
year, his determination enabled him 
to complete the course—a course 
which kept him interested in the 
electrical industry and which later 
lured him back after six years of 
activity in other fields. 

In 1911, at the age of 26 and one 
year after his marriage, Mr. Simon 
went to work as salesman for im- 
porters of carbon and arc lamps. 
Shortly afterward he affiliated him- 
self with the New York Electric 
Lamp Co., selling tungsten and nitro- 
gen lamps. Within a brief space of 
time he was promoted to sales mana- 
ger and, when the firm opened a 
branch in Paterson, N. J., he was 
placed in charge. 

We find Sergeant “Bob” Simon 
forsaking the electrical industry at 
this point, and as a National Guards- 
man, engaged in quelling the disturb- 
ances along the Mexican Border. 
Injuries resulted in the return of Mr. 
Simon after four months of active 
military service and, after a period 
of recuperation, he again entered the 
electrical field. 

Acquiring an interest in the Metro- 
politan Electric Lamp Co. in 1916, 
he gained full ownership in 1917. 
The organization at this time did a 
business of less than $50,000 annu- 
ally and its personnel consisted of 
six people. Mr. Simon directed the 
expansion of the company into the 
appliance and supply field. Seventeen 
years later annual sales had increased 
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Distributors, Inc., 


®@ A Leader with 


to 20 times their 1917 
level and number of 
employees had grown 
to 21—an excellent ex- 
ample of Mr. Simon’s 
thoroughness, business 
acumen and determina- 
tion. 

Novel displays and 
efficient layout are 
readily apparent in his 
present location, where 
two floors are occupied 
by warehouse, offices. 
and complete displays 
of merchandise and fix- 
tures. A store-within-a- 
store is the impression 
given as one enters. This effect is 
attained by the use of two full-sized 
window displays of the type in use 
by the average dealer. Merchandise, 
properly displayed, is kept in these 
windows to offer display suggestions 
to visiting dealers. The show room 
is arranged in sections, each devoted 
to allied lines. To acquaint his 
dealers with the latest grill and tap 
room fixtures, Mr. Simon has a com- 
plete display of this type of equip- 
ment on exhibition in conjunction 
with a bar where, on occasion, re- 
freshments are served. 


ITHIN his organization Mr. 

Simon promotes a family spirit 
and relationship which develops em- 
ployee loyalty and cooperation, re- 
sulting in friendly intelligent service 
to the firm’s customers. 

Mr. Simon has always been in- 
tensely interested and engaged in 
wholesaler activities, working on the 
Organization Committee of the New 
York Electric League and of the 
Electrical Association of New York. 
At present he is serving his second 
term as president of the EEWA, 
prior to which he served as vice- 
president for a period of two years, 
and he has been especially interested 


Varied Interests 


Wholesaler, yachtsman and leader in 
local and national trade associations, 
Commodore "Bob" Simon was the unan- 
imous choice of local electrical whole- 
saler associations for chairman of their 
new National Council. His determination 
and sincerity of purpose make him a nat- 
ural leader in each of his varied activities 


in the work of this association’s 
Lamp Committee of which he is 
chairman. 


ATION-WIDE electrical whole- 
saling activities also claim Mr. 
Simon’s attention. As a member of 
NEWA, he attends all conventions 
and has been active on the Lamp and 
Operating Committees. He is chair- 
man of the newly formed National 
Council of Electrical Wholesalers. 
Mr. Simon is the father of two 
sons, Robert, Jr., and William. 
Robert, Jr., is following in the foot- 
steps of his namesake and operates 
an electrical business in Brooklyn. 
One of Mr. Simon’s many hobbies 
is yachting. He is Commodore of the 
Colonial Yacht Club of New York 
and fully enjoys relaxing on his 40- 
foot cruiser. Fishing, golf, a good 
game of bridge or pinochle, drama, 
music, and dogs are other favorite 
diversions of this active wholesaler. 
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*Robert L. Simon 
President, Metropolitan Electrical Distributors, Inc., New York City 
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Siren 


COOPERATION 


...the Watchword throughout 
the nation-wide General Cable 





Organization 


OMPLETE COOPERATION with active 

Electrical Distributors was our de- 
clared policy from the start. It has 
been our constant endeavor to inten- 
sify the degree of that cooperation. 
Warehouse facilities, stock inventories, 
traffic control, order handling routine, 
flexibility in emergencies—in all de- 
partments of service we have builded 
toward the ideal of retaining your 
goodwill by deserving it. 


Recognition of that company policy is 
reflected throughout the entire per- 
sonnel, for we recognize that, to you, 
General Cable service is measured by 
the earnestness, intelligence and satis- 
faction with which your wants are met 
by our local organizations. 


Offices 


BOSTON e CHICAGO e CLEVELAND e DALLAS 
DETROIT « LOS ANGELES e NEW YORK e PHILA. 
PITTSBURGH e SAN FRANCISCO »*« WASHINGTON 


Plants and Warehouses 
BAYONNE e BOSTON ec BUFFALO e CHICAGO 
EMERYVILLE « LOS ANGELES e PAWTUCKET e ROME 
PERTH AMBOY e ST.LOUIS e SAN FRANCISCO 
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The Extra Profit 


in the greater wiring needs of the Mod- 
Electrical Home makes it doubly worth 
while to tie in with the drive for 


NERAL CABLE WIRES AND CABLES FOR 
E MODERN ELECTRICAL HOME: 





SAFECOTE BUILDING WIRES ROMEX NON-METALLIC AR- 
AND CABLES—the new mois- MORED CABLE—approved in- 
ture resisting and flame re- _ terior house wiring. 

tarding building wire. 


{y-—~., 


ARMORED SERVICE EN- 
TRENCHLAY — for direct earth TRANCE CABLE—for use from 
installation. weatherhead to meter. 










GENERAL CABLE FIXTURE LAMP AND PORTABLE CORD 
WIRE—for all lighting fixtures. —of various types, for all 
flexible purposes. 


HEATER CORD SETS—for ser- 
vice of enduring satisfaction. 
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CABLE CORPORATION 
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f Zachari Tailor | lor 


Twelfth President of the ~ 


4 ' States, Born November 24, 1784 
o 3 Famous military leader in the 


Mexican War, 1846-1848. 
Prior to embarking on his 


th ot haves : | i Mexican campaign he sought 
i : ‘ out Colonel Samuel Coll, 


founder of Colt's, and placed 


MA) gd di eC , : a Bas a contract for revolver equip- 
4 ; : : ne ment that aided materially in 


1 - the success of the campaign. 
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SWITCHES 


For a century Colt's has de- 
voted itself to the manufac- 
ture of quality products. The 
Colt-Noark line of Safety and Meter Switches has, through this 
devotion to quality, acquired a reputation for dependability and 
salability that stands unchallenged. 


The Colt-Noark line is complete. It provides a switch for every 
specific need from meter service to motor starting. 


Wholesalers, intent upon making sales history witha 
history-making line, should write for information TODAY. 


COLT’S PATENT FIRE ARMS MFG. CO. 


Pioneers of Protection Since 1836 


ELECTRICAL DIVISION HARTFORD, CONN. 


Boston Chicago New York Philadelphia 


Pacific Coast Representative: H. B. SQUIRES CO. — SAN FRANCISCO, LOS ANGELES, SEATTLE 
EW 4-34 
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Providing for Better Radio 
Reception 
(Continued from page 17) 


located strategically throughout the 
residence. Of course, a console radio 
instrument can be used to amplify the 
programs and can also be remotely con- 
trolled, but there is a growing demand 
for concealed radios, built-in as an in- 
tegral part of the home. 

Formerly, remote controlled radios 
were fairly expensive and their mar- 
ket was necessarily limited, but today, 
as a result of years of development. 
many such radios are available with 
improved performance and yet a rea- 
sonable cost, which makes them desir- 
able for modern residences valued at 
$15,000 or more. 

Besides the tuning in of radio sta- 
tions, adjustment of volume, starting 
and stopping of the system and the op- 
tional starting of an automatic phono- 
graph, several remotely controlled ra- 
dios provide for the choice or selection 
of loud speakers to reproduce the pro- 
gram. Thus, in a typical installation, 
the home owner, seated at his easy 
chair, would be able to turn on any or 
all of the following: 

1. A Loup SPEAKER IN THE STAIR 
Hai. The stair hall has been found 
an ideal place, acoustically, for a loud 
speaker to diffuse “background” music 
throughout the house, and also for re- 
producing organ and orchestra music at 
a natural volume and from a natural 
distance, so that listeners in adjacent 
rooms hear it perfectly. 

Where the hall contains an open, two 
or three story stair-well, it is best prac- 
tice to install the speaker in the ceiling, 
to take advantage of the tall column of 
air as a “mixing chamber.” Due to the 
overhead location, this speaker is heard 
in rooms adjacent to the hall with ab- 
solutely no sense of directional effect. 

2. NEAR THE FIREPLACE IN THE 
Livinc Room. While the stair hall 
speaker will undoubtedly be used at 
most times for reproducing music, the 
requirements for clear articulation of 
speech will best be met by transferring 
the program to a loud speaker located 
near the center of interest of listeners 
in the living room. 

3. In Master Bep Rooms. Here the 
location of the built-in loud speaker 
may well be opposite the position 
planned for the head of the bed. 

4. IN THE BASEMENT RECREATION 
Room. Here it is advisable to look 
ahead to the future use of talking mo- 
tion pictures and television. For the 
most natural effect and synchronization 
of the audible program to the pictures 
thrown on the screen, it is essential 
that the loud speaker be located near 
the screen, so that the actors’ voices 








Spring Fever: 
land, Ore., when on March 12 the thermometer spurted to 80 degrees. From left 
to right, they are: Gene Hoover, truck driver; J. T. Owen, shipping clerk; C. H. 
Staples, adjustment clerk; L. A. Wiley, shipping; E. G. Grulke, and J. W. Dunn, 
radio and electric countermen. 


Suddenly attacked this group from the Stubbs Electric Co., Port- 





will seem to come from their mouths. 

Of course, there are occasions when 
different members of the same house- 
hold prefer to hear different programs. 
Thus, for example, the tastes of young 
children or of domestic servants may 
differ from that of the head of the 
house and consequently they should be 
entitled to auxiliary radio instruments. 
But the major living quarters of most 
houses have open doorways and are so 
constructed that only one program at 
a time can be enjoyed, and it is for 
the reproduction in these rooms that 
the finest acoustic treatment is to be 
desired. 

Radio equipment deserves the atten- 
tion of every architect. Some do not 
appreciate the importance of radio’s 
contribution to home life. Some still 
regard it as a luxury to be considered 
after the essential details that provide 
shelter and warmth and lighting and 
sanitary conditions in the home. It is 
safe to say, however, that radio has re- 
stored an interest in home life to far 
greater extent than many devices which 
architects consider a necessity in the 
home. Radio has revived an interest 
in country estates because people are 
content to live at a distance from the 
city when news and entertainment are 
brought to them, compensating for the 
advantages formerly available only in 
metropolitan centers. 


v 


Home-Made Movie Promotes 
Wholesaler's Business 


Many customers of the wholesaler 
seldom, if ever, visit his place of busi- 
ness. Therefore, it is difficult to visual- 
ize to them the facilities which the 
wholesaler offers. True, his salesmen 
do their best to inform users of the 


complete and diversified stocks carried, 
the adequate warehousing facilities 
maintained, the trucks and other ve- 
hicles operated to insure prompt deliv- 
ery service and the efficient, intelligent 
telephone salesmen, city desk men, 
stockmen and others who are employed 
to render service. But, despite these 
word-of-mouth efforts, they are not as 
impressive or as apt to stick with a 
buyer as when he sees them with his 
own eyes. 

Recognizing the importance of this 
problem, the R. C. Duncan Co., mill 
supply distributors of Minneapolis, de- 
cided to cast about for a solution and 
hit upon the idea of taking moving pic- 
tures of their establishment. Accord- 
ingly, Mr. Duncan rented a camera 
and “shot” the picture himself. 

It takes 16 minutes for the salesman 
to show the complete picture which 
takes the customer or prospect on a 
quick trip through the entire establish- 
ment, introduces him to men within the 
organization, takes him through the of- 
fice and warehouse, shows the complete 
stocks of the various items handled and 
points out the facilities which insure 
rapid handling and delivery of orders. 

The picture is shown on a small 
screen which is built right into the 
projector and can be set up on the or- 
dinary office desk. 

The “movie” idea is new to the Dun- 
can Co., but two preliminary showings 
to a group of men brought such re- 
sponses as, “I never realized you had 
such a complete organization;”’ or 
“Why didn’t you tell me you handled 
this item or that?” Better than the 
reactions, two orders were actually re- 
ceived on merchandise never before 
bought from the company by the pur- 
chasers. 

Although the projector was pur- 
chased outright, the total investment in 
the entire picture was less than $100. 
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Selling Under the New Deal 


The salesman’s job has again become 
a job of real, creative salesmanship. 
One of the earliest effects of the New 
Deal has been to stimulate the esprit 
de corps of sales organizations. 
There was a time, in the dim past, 
when the merchandise sales manager of 
a manufacturing company was consid- 
ered to be doing a pretty good job when 
he was able to move his products out 
of his own warehouse. If they passed 
through a wholesaler or distributor, 
these agencies were responsible for see- 
ing that the goods reached the retailer 
or dealer and the dealer in turn was 
responsible for getting the goods to the 
consumer. But that was long ago. 
Today the sales manager has only be- 
gun his work when he delivers his 
goods to the distributor. He must see 
that the goods flow in proper volume 
to the next outlet, the retailer or dealer, 
and from there to the consumer. 
This responsibility requires that a 
sales manager know many things. Why 
do people buy and what prevents them 
from buying? How do people pay and 
what relation have terms of payment to 


sales? When do people buy certain 
things and why do they select that time? 
What kind of stores are the best out- 
lets for certain goods? These and a 
hundred other considerations influence 
the movement of goods. 

While the salesman always has been 
and probably always will be the greatest 
single factor in selling a firm’s prod- 
ucts, the new scheme of things is going 
to require more than good salesman- 
ship. The manufacturer must assume 
many new obligations and responsibili- 
ties under code operation—R. E. Im- 
HOFF, merchandising sales manager, 
Westinghouse Electric & Mfg. Co. in 
Nation’s Business for February. 


v 


60°% of Building Managers Plan 
Modernization in 1934 


More than 60 per cent of the build- 
ing owners and managers reporting in 
a survey made by Buildings and Build- 
ing Management plan some type of 
modernization of their office or apart- 
ment buildings. They report expendi- 








Handy Floodlights for Firemen: 
found to have an application in the field of fire-fighting. Quickly adjusted to project 
the light beam in any direction, and having a stable base, these units can be set up 


quickly in alleys, between buildings, in backyards, and other locations. 


Small and inexpensive floodlights have been 


Small 


floodlights are especially useful to fire departments which already have apparatus 
equipped with electric generators for large projectors. This ladder truck, belong- 
ing to the fire department of Florence, Ala., is equipped with three of General 


Electric’s small floodlights. 


tures of $9,130 on the average for mod- 
ernization in 1933, but plan moderniza- 
tion in 1934 involving an expenditure 
of $22,725 per building, it is indicated. 
Fifty-three per cent of the replies in- 
dicated that they were considering im- 
proving plumbing and toilet rooms; 50 
per cent, floors and floor coverings; 45 
per cent, elevators; 51 per cent, light- 
ing; 40 per cent, building exterior; 37 
per cent, heating; 36 per cent, store 
fronts and lobbies; 27 per cent, apart- 
ment buildings; 26 per cent, refrigera- 
tion, drinking water, and air condi- 
tioning; 14 per cent, corridors; and 9 
per cent, are interested in installing 
sound control equipment.—From Do- 
mestic Commerce for February 20. 


Vv 


Using Direct Mail to Reinforce 
Salesmen's Activities 

Let me dismiss the idea from your 
mind that I would have everyone con- 
vert his organization to a mail order 
outfit and eliminate his salesmen. I 
do feel, however, that direct mail ad- 
vertising, properly employed, can be 
used to accomplish the following results 
for the distributor at a very small cost: 


1. Bring in sales, by mail order, from 
points inaccessible to salesmen and on 
articles too small for salesmen to push. 

2. Bring in inquiries for the salesman 
to follow up or for direct conversion by 
mail. 

3. Reinforce salesmen’s activities by 
sustaining interest between calls and 
presenting additional arguments to keep 
alive the interest which may have been 
created where a sale has not been actu- 
ally produced. 

4. Revive interest in any list of inac- 
tive customers. 

5. Make special efforts or drives in 
selected sections of the territory. A 
given section may be new or may not 
be yielding as much business as ex- 
pected. 

6. Meet unexpected conditions, such 
as unusual weather and political situa- 
tions such as the CWA has produced. 

7. Distribute samples. 


In order to accomplish the foregoing 
results, it is essential that great care be 
used in preparing mailing lists and in 
composing letters. 

The value of the inquiries is almost 
totally dependent upon the manner in 
which they are handled and followed 
up. If carefully scrutinized, the corre- 
spondence coming into the average mill 
supply house will be found to contain 
many partially hidden leads which, if 
properly handled, can be turned into 
profitable business—JouHn D. Srop- 
DARD, lowa Machinery and Supply Co., 
Des Moines, in Mill Supplies for 
March. 





Latest Code Developments 





Electrical Wholesaling Code 


Because of the overlapping provi- 
sions of the Supplemental Code for the 
Electrical Wholesaling Trade, and the 
pending amendments to the Basic Code 
for the Electrical Manufacturing In- 
dustry, final approval of the Wholesal- 
ing Supplemental Code cannot be ex- 
pected until the amendments sought by 
NEMA are passed upon by the NRA. 


Vv 
NEMA Code Revisions 


As a result of the open meeting of 
the Electrical Manufacturing Industry 
on March 1, and the Code Authority 
Conference in Washington, March 5-8, 
NEMA anticipates that NRA may alter 
some of its policies and is awaiting 
developments before proceeding further 
with the amendments proposed to the 
basic Electrical Manufacturing Code. 

As soon as it becomes evident what 
the changes in NRA policy will be, the 
negotiations on the amendments will be 
re-opened with the Administration; or 
another meeting of the entire industry 
held if it seems advisable to discuss 
changes in the light of altered cir- 
cumstances. 


Vv 


Radio Wholesaling Code 


Revised After Public Hearing 


Immediately following the public 
hearing on the Supplemental Code for 
the Radio Wholesaling Trade, held in 
Washington on February 24, confer- 
ences were held between the RWA 
Code Committee, the Deputy Adminis- 
trator and the various advisory boards 
of NRA. Several sections of the Code 
have been revised and the entire Code 
now awaits General Johnson’s approval. 

As finally revised, the Code includes 
the following provisions: 

Contains a broad definition of the 
term “wholesaler.” 

Sets up a Divisional Code Authority 
of 12 members. Provides “District 
Agencies” for local administration of 
the Code. 

Fair Trade Practice Provisions pro- 
hibit subterfuge, price discriminations 
between dealers on the part of the 
wholesaler and sales to dealers adjudged 
guilty of violating their own Code. 

Provides for a Trade Practice Com- 
mittee to meet with a committee repre- 
senting radio manufacturers and formu- 
late fair trade practices to govern re- 
lationships between manufacturers and 
wholesalers. 


Provides for a uniform accounting 
system to be set up within 90 days. 

Prohibits sales below cost. 

Specifies for the wholesaler terms of 
sale not to exceed 30 days net, with two 
per cent cash discount. Cash discount 
period to be fixed by local District 
Agency. 

Filing of price schedules is made op- 
tional with the District Agency. 

Rebates and subsidies to dealers are 
prohibited. 

Total sales promotional expenditures 
to dealers by wholesalers must not ex- 
ceed one per cent of total wholesaler’s 
annual net sales to dealers. 

Wholesalers’ contributions to cooper- 
ative manufacturer - wholesaler - dealer 
advertising must not exceed one-fourth 
of the total amount involved, nor 2% 
per cent of wholesalers’ total net sales. 

“Rules for Fair Advertising” require 
that brand of tube supplied with set 
must be named, also that all illustra- 
tions must be accurate. Misleading 
statements are prohibited. 

Wholesalers cannot render for their 
dealers any service which should ordi- 
narily be rendered by the dealer, with- 
out charging a fair price therefore. 

Regulations governing the sale and 
distribution of radio tubes to be pre- 
pared by the Divisional Code Authority 
within 90 days. 


v 


Vacuum Cleaner Code Approved 


The Code for the Vacuum Cleaner 
Manufacturing Industry was approved 
on March 2.~ This industry is defined 
in the Code “to mean the manufac- 
ture and sale by the manufacturer (in- 
cluding his wholly owned subsidiaries, 
and distributors of vacuum cleaners ex- 
clusively, for whom the manufacturer 
manufactures under contract products 
of the Industry which are sold under 
such distributor’s own trade name), to 
the wholesaler or retailer, or, whether 
for himself or for the retailer, to the 
consumer, of vacuum cleaners.” 

Trade practice sections prescribe 
standard cost accounting and sales be- 
low cost. The Code Authority is to con- 
tinue its study of trade practices and 
recommend further provisions to the 
Administrator. 


v 


Electrical Contractors Officially 
Placed Under Construction Code 


Under a special order, approved by 
the Administrator on March 5, the Na- 
tional Electrical Contractors Associa- 





- 


W. H. Vilett in New York: 


When the 
president of the Northland Electric Sup- 
ply Co., Minneapolis, visited New York 
City, he dropped in at the offices of 
Thomas & Betts and had his picture 


snapped with N. J. McDonald, sales 
manager for Thomas & Betts, on the 
left, and H. D. Betts, vice-president, on 
his right. 





° 
tion has been officially included in the 
list of sponsors of the Construction 
Code, as approved by the President on 
January 31. The Executive Commit- 
tee of NECA has appointed Laurence 
W. Davis, general manager of the As- 
sociation, as NECA member to the 
Construction Code Authority. 

The following members of NECA 
have been appointed to the Electrical 
Contracting Code Authority; L. E. 
Mayer, chairman, Chicago; E. N. Peak, 
vice-chairman, Marshalltown, Ia.; D. B. 
Clayton, Birmingham; Lloyd Flatland, 
San Francisco; J. G. Livingston, New 
York City; W. W. Ingalls, Miami, and 
A. J. Hixon, Boston. 

The Code for the Electrical Contract- 
ing Industry, which now becomes a sup- 
plement of the Construction Code, is 
still awaiting final approval by NRA. 


v 


Handicapped Workers 
Exempted 


The following Executive Order was 
issued by the President on February 17 
and became effective immediately: “A 
person whose earning capacity is lim- 
ited because of age, physical or mental 
handicap or other infirmity, may be 
employed on light work at a wage be- 
low the minimum established by a code, 
it the employer obtains from the State 
Authority, designated by the U. S. De- 
partment of Labor, a certificate au- 
thorizing such person’s employment at 
such wages and for such hours as shall 
be stated in the certificate. Each em- 
ployer shall file monthly with the Code 
Authority a list of all such persons 
employed by him, showing the wages 
paid to, and the maximum hours of 
work for such employee.” 
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Selling Under the New Deal 


The salesman’s job has again become 
a job of real, creative salesmanship. 
One of the earliest effects of the New 
Deal has been to stimulate the esprit 
de corps of sales organizations. 

There was a time, in the dim past, 
when the merchandise sales manager of 
a manufacturing company was consid- 
ered to be doing a pretty good job when 
he was able to move his products out 
of his own warehouse. If they passed 
through a wholesaler or distributor, 
these agencies were responsible for see- 
ing that the goods reached the retailer 
or dealer and the dealer in turn was 
responsible for getting the goods to the 
consumer. But that was long ago. 

Today the sales manager has only be- 
gun his work when he delivers his 
goods to the distributor. He must see 
that the goods flow in proper volume 
to the next outlet, the retailer or dealer, 
and from there to the consumer. 

This responsibility requires that a 
sales manager know many things. Why 
do people buy and what prevents them 
from buying? How do people pay and 
what relation have terms of payment to 


sales? When do people buy certain 
things and why do they select that time? 
What kind of stores are the best out- 
lets for certain goods? These and a 
hundred other considerations influence 
the movement of goods. 


While the salesman always has been 
and probably always will be the greatest 
single factor in selling a firm’s prod- 
ucts, the new scheme of things is going 
to require more than good salesman- 
ship. The manufacturer must assume 
many new obligations and responsibili- 
ties under code operation—R. E. Im- 
HOFF, merchandising sales manager, 
Westinghouse Electric & Mfg. Co. in 
Nation’s Business for February. 


v 


60°% of Building Managers Plan 
Modernization in 1934 


More than 60 per cent of the build- 
ing owners and managers reporting in 
a survey made by Buildings and Build- 
ing Management plan some type of 
modernization of their office or apart- 
ment buildings. They report expendi- 








Handy Floodlights for Firemen: 
found to have an application in the field of fire-fighting. Quickly adjusted to project 
the light beam in any direction, and having a stable base, these units can be set up 


quickly in alleys, between buildings, in backyards, and other locations. 


Small and inexpensive floodlights have been 


Small 


floodlights are especially useful to fire departments which already have apparatus 
equipped with electric generators for large projectors. This ladder truck, belong- 
ing to the fire department of Florence, Ala., is equipped with three of General 


Electric’s small floodlights. 


tures of $9,130 on the average for mod- 
ernization in 1933, but plan moderniza- 
tion in 1934 involving an expenditure 
of $22,725 per building, it is indicated. 
Fifty-three per cent of the replies in- 
dicated that they were considering im- 
proving plumbing and toilet rooms; 50 
per cent, floors and floor coverings; 45 
per cent, elevators; 51 per cent, light- 
ing; 40 per cent, building exterior; 37 
per cent, heating; 36 per cent, store 
fronts and lobbies; 27 per cent, apart- 
ment buildings; 26 per cent, refrigera- 
tion, drinking water, and air condi- 
tioning; 14 per cent, corridors; and 9 
per cent, are interested in installing 
sound control equipment.—From Do- 
mestic Commerce for February 20. 


v 


Using Direct Mail to Reinforce 
Salesmen's Activities 

Let me dismiss the idea from your 
niind that I would have everyone con- 
vert his organization to a mail order 
outfit and eliminate his salesmen. I 
do feel, however, that direct mail ad- 
vertising, properly employed, can be 
used to accomplish the following results 
for the distributor at a very small cost: 


1. Bring in sales, by mail order, from 
points inaccessible to salesmen and on 
articles too small for salesmen to push. 

2. Bring in inquiries for the salesman 
to follow up or for direct conversion by 
mail. 

3. Reinforce salesmen’s activities by 
sustaining interest between calls and 
presenting additional arguments to keep 
alive the interest which may have been 
created where a sale has not been actu- 
ally produced. 

4. Revive interest in any list of inac- 
tive customers. 

5. Make special efforts or drives in 
selected sections of the territory. A 
given section may be new or may not 
be yielding as much business as ex- 
pected. 

6. Meet unexpected conditions, such 
as unusual weather and political situa- 
tions such as the CWA has produced. 

7. Distribute samples. 


In order to accomplish the foregoing 
results, it is essential that great care be 
used in preparing mailing lists and in 
composing letters. 

The value of the inquiries is almost 
totally dependent upon the manner in 
which they are handled and followed 
up. If carefully scrutinized, the corre- 
spondence coming into the average mill 
supply house will be found to contain 
many partially hidden leads which, if 
properly handled, can be turned into 
profitable business—JoHN D. Srop- 
DARD, Iowa Machinery and Supply Co., 
Des Moines, in Mill Supplies for 
March. 





Latest Code Developments 





Electrical Wholesaling Code 


Because of the overlapping provi- 
sions of the Supplemental Code for the 
Electrical Wholesaling Trade, and the 
pending amendments to the Basic Code 
for the Electrical Manufacturing In- 
dustry, final approval of the Wholesal- 
ing Supplemental Code cannot be ex- 
pected until the amendments sought by 
NEMA are passed upon by the NRA. 


Vv 
NEMA Code Revisions 


As a result of the open meeting of 
the Electrical Manufacturing Industry 
on March 1, and the Code Authority 
Conference in Washington, March 5-8, 
NEMA anticipates that NRA may alter 
some of its policies and is awaiting 
developments before proceeding further 
with the amendments proposed to the 
basic Electrical Manufacturing Code. 

As soon as it becomes evident what 
the changes in NRA policy will be, the 
negotiations on the amendments will be 
re-opened with the Administration; or 
another meeting of the entire industry 
held if it seems advisable to discuss 
changes in the light of altered cir- 
cumstances. 


v 


Radio Wholesaling Code 


Revised After Public Hearing 


Immediately following the public 
hearing on the Supplemental Code for 
the Radio Wholesaling Trade, held in 
Washington on February 24, confer- 
ences were held between the RWA 
Code Committee, the Deputy Adminis- 
trator and the various advisory boards 
of NRA. Several sections of the Code 
have been revised and the entire Code 
now awaits General Johnson’s approval. 

As finally revised, the Code includes 
the following provisions: 

Contains a broad definition of the 
term “wholesaler.” 

Sets up a Divisional Code Authority 
of 12 members. Provides “District 
Agencies” for local administration of 
the Code. 

Fair Trade Practice Provisions pro- 
hibit subterfuge, price discriminations 
between dealers on the part of the 
wholesaler and sales to dealers adjudged 
guilty of violating their own Code. 

Provides for a Trade Practice Com- 
mittee to meet with a committee repre- 
senting radio manufacturers and formu- 
late fair trade practices to govern re- 
lationships between manufacturers and 
wholesalers. 


Provides for a uniform accounting 
system to be set up within 90 days. 

Prohibits sales below cost. 

Specifies for the wholesaler terms of 
sale not to exceed 30 days net, with two 
per cent cash discount. Cash discount 
period to be fixed by local District 
Agency. 

Filing of price schedules is made op- 
tional with the District Agency. 

Rebates and subsidies to dealers are 
prohibited. 

Total sales promotional expenditures 
to dealers by wholesalers must not ex- 
ceed one per cent of total wholesaler’s 
annual net sales to dealers. 

Wholesalers’ contributions to cooper- 
ative manufacturer - wholesaler - dealer 
advertising must not exceed one-fourth 
of the total amount involved, nor 2% 
per cent of wholesalers’ total net sales. 

“Rules for Fair Advertising” require 
that brand of tube supplied with set 
must be named, also that all illustra- 
tions must be accurate. Misleading 
statements are prohibited. 

Wholesalers cannot render for their 
dealers any service which should ordi- 
narily be rendered by the dealer, with- 
out charging a fair price therefore. 

Regulations governing the sale and 
distribution of radio tubes to be pre- 
pared by the Divisional Code Authority 
within 90 days. 


v 


Vacuum Cleaner Code Approved 

The Code for the Vacuum Cleaner 
Manufacturing Industry was approved 
on March 2.° This industry is defined 
in the Code “to mean the manufac- 
ture and sale by the manufacturer (in- 
cluding his wholly owned subsidiaries, 
and distributors of vacuum cleaners ex- 
clusively, for whom the manufacturer 
manufactures under contract products 
of the Industry which are sold under 
such distributor’s own trade name), to 
the wholesaler or retailer, or, whether 
for himself or for the retailer, to the 
consumer, of vacuum cleaners.” 

Trade practice sections prescribe 
standard cost accounting and sales be- 
low cost. The Code Authority is to con- 
tinue its study of trade practices and 
recommend further provisions to the 
Administrator. 


v 


Electrical Contractors Officially 
Placed Under Construction Code 


Under a special order, approved by 
the Administrator on March 5, the Na- 
tional Electrical Contractors Associa- 





~ 


W. H. Vilett in New York: = When the 
president of the Northland Electric Sup- 
ply Co., Minneapolis, visited New York 
City, he dropped in at the offices of 
Thomas & Betts and had his picture 
snapped with N. J. McDonald, sales 
manager for Thomas & Betts, on the 
left, and H. D. Betts, vice-president, on 
his right. 





° 
tion has been officially included in the 
list of sponsors of the Construction 
Code, as approved by the President on 
January 31. The Executive Commit- 
tee of NECA has appointed Laurence 
W. Davis, general manager of the As- 
sociation, as NECA member to the 
Construction Code Authority. 

The following members of NECA 
have been appointed to the Electrical 
Contracting Code Authority; L. E. 
Mayer, chairman, Chicago; E. N. Peak, 
vice-chairman, Marshalltown, Ia.; D. B. 
Clayton, Birmingham; Lloyd Flatland, 
San Francisco; J. G. Livingston, New 
York City; W. W. Ingalls, Miami, and 
A. J. Hixon, Boston. 

The Code for the Electrical Contract- 
ing Industry, which now becomes a sup- 
plement of the Construction Code, is 
still awaiting final approval by NRA. 


v 


Handicapped Workers 
Exempted 


The following Executive Order was 
issued by the President on February 17 
and became effective immediately: “A 
person whose earning capacity is lim- 
ited because of age, physical or mental 
handicap or other infirmity, may be 
employed on light work at a wage be- 
low the minimum established by a code, 
it the employer obtains from the State 
Authority, designated by the U. S. De- 
partment of Labor, a certificate au- 
thorizing such person’s employment at 
such wages and for such hours as shall 
be stated in the certificate. Each em- 
ployer shall file monthly with the Code 
Authority a list of all such persons 
employed by him, showing the wages 
paid to, and the maximum hours of 
work for such employee.” 
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Trade Associations 





TVA Approves Range Models, 
Rejects Refrigerators 

About 40 models of electric ranges, 
refrigerators and water heaters, de- 
signed to Meet TVA specifications, were 
recently displayed at NEMA headquar- 
ters in Néw York. 

The new models were inspected by 
David FE. Lilienthal, president of the 
Electric Home and Farm Authority and 
director of TVA. Temporary accep- 
tance was granted the ranges, which 
were priced from 20 to 30 per cent be- 
low comparable standard models. The 
new models will be promoted and 
financed by TVA for a period of four 
months during which period the manu- 
facturers are expected to reduce costs 
still further. 

Refrigerator manufacturers were told 
that, without exception, their prices 
were too high. They were asked to 
redesign the models submitted in order 


to obtain lower costs. 
Vv 


Air Conditioning Emphasized at 
National Oil Burner Show 

A modernistic, streamline, Century- 
of-Progress flair, both in line and color, 
dominated the exhibits at the 11th Na- 
tional Oil Burner Show and Conven- 
tion of the American Oil Burner As- 
sociation, held in Philadelphia March 
5 to 9. 


It was definitely a public interest 
show with air conditioning emphasized 
on every side, and drew a record at- 
tendance of 25,000. 

Approval of the industry’s uniform 
cost accounting plan by NRA was an- 
nounced at the Convention. Speakers 
before the engineering sales session on 
the closing day presented viewpoints on 
new economies in oil burner operation 
and fuel consumption, a better trained 
and engineer-minded salesman, the es- 
sential place of the oil burner in the 
air conditioning industry and the im- 
portance of the range burner in the 
oil heating industry. 


v 


National Conference to Discuss 
Lighting Fixture Industry 

The whole question of lighting and 
lights will be made the subject of a 
special conference on May 16, at the 
Industrial Arts Exposition at Rocke- 
feller Center, to be held by the Na- 
tional Alliance of Art and Industry. 
Speakers, to be announced shortly, will 
represent the manufacturer of fixtures, 
the designer, the wholesaler, the re- 
tailer, the architect, the decorator, and 
the illuminating engineer, and round 
table discussion will follow. 

The Alliance announcement states: 
“It is no secret that the lighting fix- 
ture industry as a whole is in a cha- 
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The Dominion Electrical Manufacturing 


Co., Minneapolis, Minn., has the Northwestern Championship amateur basketball 
team. ‘‘Bob” Shaffer, coach and manager of the team, is standing at the extreme 
right. The team consists of “Swede” Olson, Captain of the University of Illinois 
Basketball Team in 1929; Seward Leeka, who played with Minnesota University in 
1929 and 1928; Mally Johnson, All-American North Carolina State College in 
1929; Bill Kolesar, All-State Augesburg College of Minnesota; Cliff Somers, player 
on the Minnesota team in 1929 and 1930; Tom Farrell, All-American Catholic 
High School Center, and Marty Rolek, All-Minneapolis City High School Star. 
The team is competing for the United States Championship in the National Ama- 
teur Athletic Union tournament at Kansas City. 


otic condition. The purpose of the 
Lighting Conference is to thrash out 
in town meeting style the reasons for 
this chaos, and to arrive at possible 
means of setting it in prosperous order. 
A recent survey of several hundred 
dealers, who are in touch with what the 
public buys and what it wants to buy, 
indicates the probable formation in the 
near future of new and _ important 
trends and developments in the indus- 
try. We believe a real service can be 
performed by going fearlessly into the 
whole question while it is in the present 
confused but significant state.” 

The conference will be open to all 
representatives of the industry. 
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National Program Will Promote 
Electric Table Cookery 


The Edison Electric Institute has an- 
nounced a national program on Electric 
Table Cookery jointly with the Heating 
Device Division of NEMA, and other 
leading appliance manufacturers. 

A special committee has been ap- 
pointed to carry through the program 
consisting of : D. M. DeBard, chairman; 
C. E. Swartzbaugh, president, Swartz- 
baugh Mfg. Co., and chairman, Heating 
Device Division of NEMA; R. W. 
Turnbull, General Electric Co.; F. R. 
Kohnstamm, Westinghouse Electric & 
Mfg. Co., and C. E. Greenwood, Edison 
Electric Institute. 


This will not be a “campaign”, but a 
cooperative program of stimulation for 
sales and advertising activity locally on 
the complete line of household devices 
which are so serviceable in the kitchen 
and dining room. Utilities are expected 
to take leadership locally to correct the 
situation, and join in a cooperative en- 
deavor with manufacturers, wholesal- 
ers, utilities and all the trades selling 
appliances. 

The slogan adopted by the committee 
is “Electric Table Service Saves’, 
which is expressive and will make an 
effective advertising theme. A news 
medium will be widely circulated each 
month under the caption “Table Cook- 
ery Topics” and will carry news of the 
plans of the committee and news items 
on sales developments. 
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Service Men Promote 
"100% Radio Week" 


Launched by the Institute of Radio 
Service Men in cooperation with radio 
manufacturers, broadcasters, distribu- 
tors and dealers, “100 Per Cent Radio 
Week” will be observed throughout the 
country from April 10 to 16, inclusive. 
K. A. Hathaway, executive secretary 
of the IRSM, is directing the activity. 
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eatures Gleaned 


rom Many Fields 


Cutler-Hammer Control in the 


For forty years Industry has carried the problems of electrical boiler room of a modern power 
ontrol to Cutler-Hammer engineers. Within power plants, mines, plant... one of the thousands of 
steel mills, cement plants, laundries . . . wherever electric power places iu Industry where C-H 


engineers have solved unusual 


was at work ... Cutler-Hammer met the widely varying problems. elettelasl buildeme, 


















Such specialized experience is reflected in C-H Safety Switches— 
he complete line of standard, weather-proof, dust-proof and ex- 
plosion-proof switches. Each is built especially for its service, built 
o the unsurpassed C-H standards and geared to the requirements 
f electrical people. 

C-H Safety Switches are easy to sell and easy to install... 
conomical and dependable to use. Complete stocks are carried by 
responsible independent wholesalers. CUTLER-HAMMER, Inc., 
Pioneer Manufacturers of Electric Control Apparatus, 1327 St. Paul 


Ave., Milwaukee, Wis. 
@ @ @ 


Meter Entrance Switches: Cutler-Hammer also manufactures a comprehensive 
ime of Meter Entrance Switches, designed to meet varying local requirements. 
Send for catalog. 
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WEATHERPROOF DUST-TIGHT / 

















THESE FINE CAST ALUMINUM WEATHERPROOF SAFETY 
SWITCHES MARK ANOTHER ADVANCE IN THE PLAN TO DEVELOP 
A MORE VALUABLE AND COMPLETE BULLDOG LINE, BY WHICH 
THE JOBBER MAY EXTEND HIS SERVICE AND INCREASE HIS PROFITS 


Available in the following capacities. Data on other sizes furnished on request. 


FUSIBLE-TYPE ‘’A”’ 





















































250V. DC—230V. AC 600V. DC—5iI5V. AC 
2 Pole 2 Pole 
Amp. Cat. No. LIST Amp. Cat. No, LIST 
80 10221C $36.00 30 10261C $45.00 
60 10222C 43.50 60 102620 45.00 
100 10223C 135.00 100 10263C 154.00 
200 10224C 155.00 200 10264C 179.00 
3 Pole 3 Pole 
30 108210 $37.50 380 10851C $47.50 
60 108220 45.50 60 10852C 47.50 
100 108238C 145.00 100 103530 158.50 
200 108240 172.00 200 103540 191.00 
NOT FUSIBLE-TYPE ‘A’ 
2 Pole 250V. DC 3 Pole 230V. AC 
Amp. Cat. No. LIST Amp. Cat. No. List 
30-60 13222C $35.50 30 13321C $36.50 
2 Pole 600V. DC 8 Pole 575V. AC 
30-60 18262C $43.00 30-60 13352C $45.00 
100 18263C 150.00 100 13353C 154.00 
200 132640 175.00 200 13854C 187.00 





Safety Switches—Fusenters . SS BUStribution SYSTEMS—SAFtoSWITCHBOARDS 
SUPERBA Lighting Panels & Cabinets Nod ; ae Kb!I-DUCT—Trol-e-DUCT—Bus-DUCT 
SAFtoFUSE Feeder Panels & Cabinets a Circuit Breaker Type Panels & Cabinets 


} 


BULLDOG ELee tin PRODUCTS CO. 
DETROIT MICH. U.S.A. Sd 
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STANDARD RIGID STEEL 


CONDUIT 






The low operating cost of any job is de- 
pendent to a large extent upon the ease 
with which conduit can be handled. "“GAL- 
VAKOTE" and "ENAMELKOTE" bend, cut 
and thread easily. All threads in couplings 
and on pipe are accurately cut to stand- 
ard gauge. 


The certainty with which this 
conduit performs its electrical 
duty of protection is a factor 
in economy that is recognized 
by leading contractors, build- 
ers and architects. 






ng ne ED CONDU IT TOp 1&5 


ENAMELKOTE 


TRADE MARK 


» CLAYTON MARK & CO. 
a CHicaGo, U.S. A. 





















wo INSPECTED CONDUIT Aa 


GP-6 


ey WAV Cohn 


TRADE MARK 


CLAYTON MARK & CO.“ 


CHICAGO, vU.S-A— 


SEALTIGHT 
THREAD 
PROTECTOR 


“ENAMELKOTE" can be fur- 
nished with either the “Sealtight" 
Thread Protector or the regular 
Fibre-and-Steel Protector, either of 
which assures perfect and clean 
threads upon removal. 









“ELECTRIC TUBE” 





HOMOGENEOUS WELD 





ELECTRICAL METALLIC TUBING 





“ELECTRICTUBE" is made of best quality open 
hearth steel cold rolled strips, uniform in required 
gauge with both surfaces extremely smooth. The 
steel strips are fabricated into tubes perfectly cir- 
cular in form and homogeneously electrically 
welded without interior or exterior ridge or 





MANUFACTURED BY 


groove at seam; tubes are accurate exterior diam- 
eter insuring satisfactory use of any standard 
dimension threadless fitting; interior diameter 
same as standard rigid steel conduit pipe of same 
nominal size. 

"ELECTRICTUBE" bends easily and ends flange 
without breaking or fracturing; tubes are straight 
with ends square cut and free from inside or out- 
side burr; metal cap is applied to each end to 
prevent damage. 





CLAYTON MARK & CO. 





HICAGO, U. S.A. 





DISTRIBUTED BY LEADING WHOLESALERS, EVERYWHERE 
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THE NEW... 


Electrunite Steeltubes Conduit with the knurled 
inside finish showed by actual test a saving of 
30 per cent in the effort required to pull cable 
through. The cable rides the tops of the tiny 
knobs instead of making contact the entire length. 





REG. U.S. PATENT OFFICE 


ELECTRUNITE 


Just as the streamlined automobile 
of today reflects the engineering 
effort directed toward the reduc- 


tion of air friction in motor car 

travel, so ELECTRUNITE STEELTUBES reflects the most 
recent engineering advancement in conduit design—a design 
that minimizes internal friction between conduit and cable. 
Steel and Tubes engineers, searching for a way to make 
conduit better, threw aside the old belief that the smoother 
the inside of the conduit the easier cable would go through. 
They worked out a knurled inside surface design that lifted 
the cable away from the wall of the conduit, so that instead of 
being in continuous contact with the wall the cable traveled 
over the tops of tiny knobs shaped like the tops of ball bear- 
ings. Experimental lengths were tried out. Tests showed a 
reduction of 30% in the effort required to pull cable. Test 
lengths were then sent into the field with instructions to con- 
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tractors to use them in actual instal- patent applied for 
lations and report their findings. 
The results were so overwhelm- 


ingly favorable that today all 
ELECTRUNITE STEELTUBES conforms to the new design. 
Contractors everywhere who have tried it are enthusiastic. 
And their enthusiasm is justified by their cost records. 
ELECTRUNITE STEELTUBES is easier to cut, to bend 
and to straighten and rebend. It requires no threading, as 
three simple fittings adapt it to any job. And now with the 
new knurled inside surface (patent applied for), it reduces 
the effort and time required for installing the cable. 
Keeping in mind the steadily mounting demand, electri- 
cal supply houses looking for a profitable line will quickly 
sense the possibilities that ELKECTRUNITE STEELTUBES 
holds. A representative will call at your suggestion and tell 2 
you the story of this better electrical metallic tubing. - ' ‘< 
“, © a! oo, 
“tego cONcERY 
Tin cindt 
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Electrical Division 


STEEL AND TUBES, INC. 


WORLD'S LAPGEST PRODUCER OF ELECTRICALLY WELDED TUBING 


CLEVELAND = + > OHIO 


A UNIT OF REPUBLIC STEEL CORPORATION 
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T legitimate Convenience 

Outlet is a mighty fine 
thing in home or office, 
wherever extra outlets are 
needed. The Electrical Wholesaler, his salesmen and the dealers know that out- 
lets are a volume item, and a profit-booster that does not interfere with the 
sale of regular flush receptacles. However, bootlegging of inferior (and even 


dangerous) outlets put out by unauthorized assemblers, to undermine this busi- me 


ness, has resulted in confusion and decreased volume and profit for the legitimate trade. 


We have now secured injunctions against several manufacturers and wholesalers 
who have made or sold unlicensed outlets, and we intend to prosecute other offenders 
vigorously. In plain words, the production and sale of outlets that infringe our patent 


rights MUST STOP. 


BEAVER is glad to furnish you with modern high grade outlets, but has also 


licensed the following manufacturers, who are empowered to supply you with Licensed 
Convenience Outlets... . 


~ 
ICENSED MANUFACTURERS 


’ 


Beaver Manufacturing Company 

The Monowatt Electric Corporation 
Eagle Electric Manufacturing Company 
Rodale Manufacturing Company 

M. Propp Company 

Cc. D. Wood Electric Company, Inc. 
William Herst Manufacturing Company 
Marks Products Company OL-6 
Leviton Manufacturing Company 

Presto Products Company 

Deal Electric Manufacturing Company 

Circle F Manufacturing Company 

Electrotrim, Inc. 

Ampex Incorporated 


BEAVER MFG. CO. 





NUBILE LLL LL LL EILEEN EEL LEE LL LLL LET ELEN SIE OR IOC, 
625 North Third Street - Newark, N. J., U. S. A. 


Branches in the Leading Cities 











EAVER 


CONVENIENCE 
OUTLETS 





OL4 
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Long and Favorably Known. . Meet 
Every Light and Power Distribution 


Requirement... . 


BENJAMIN 


PANELBOARDS 


For Light and Power 


Benjamin Panelboards and Switchboards have been long 
and favorably known to electrical contractors, architects, 
builders and industrial electricians. 

The line is complete, meeting all the various requirements 
of lighting and power distribution for residences, public 
buildings, automobile service stations and industrial build- 
ings including: 

Residence Panels—Fuse and No fuse types. 

Lighting—Fuse only, Switch and Fuse, and Nofuze Circuit 
Breaker types. 

Lighting and Power Distribution—Live face, Dead front 
(Safuswitch), and Nofuze Circuit Breaker types. 


Distribution Switchboards—Live and Dead Front— (Safu- 
switch), and Nofuze Circuit Breaker types. 


Benjamin representatives give effective sales and engi- 
neering cooperation and assistance in the field to the whole- 
saler's salesmen. 

Benjamin panelboards and switchboards are sold solely 
through distributors with protection to the distributor in 
every case. 

Listed as standard by Underwriters’ Laboratories, meeting 
the highest standards of design and construction; rugged 
and dependable. 


With so many housing and other building and rehabilita- 
tion projects in contemplation, this is now an active field. 
The desirable features of this line appeal to contractors, 
architects, engineers and builders ae with the well-known 
Benjamin sales and field cooperation, and thorough-going 

olicy of wholesaler protection it will pay to push the 
ets Panelboard line. 


Send for the Benjamin Panelboard Catalog and new 
— on the new Nofuze Circuit Breaker Type Lighting 
Panels. 


Nofuze Circuit Breaker Type Lighting Panel, Single-Door 
Cabinet, with Lock and Key. 





Type NLPT Protective Panel with Single-Door Cabinet. 


BENJAMIN ELECTRIC MFG. COMPANY 


IR General Offices and Plant 
DES PLAINES (Chicago Suburb), ILLINOIS 


Divisional Sales Offices 
New York Chicago 


San Francisco 
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TIMESAVER LINE 


Switches, Receptacles, Pilot 
Lights, All Combinations 


/ Devices Cover 


This New Standard Line is complete, condensed, 
all-inclusive in electrical convenience. Comprises all the single 
and combination devices which make the modern installation 
a finished job in convenience and attractiveness. » » 


TIMESAVER Line is so comprehensive as to cover every wiring 
requirement — yet so condensed that 24 numbers are all that are 
needed for a complete stock, including Plates! Consider what this 
line's COMPACTNESS saves your customers in stock investment. 
Two dozen items— for the whole diversity of wiring needs! (Other 
more specialized combinations are available at customer's order). 





Ais 
¢ 


{| 


all practical needs 


Switches, receptacles and pilot lights come all assembled 
in one base. This feature of complete assembly saves time and 
labor of wiring. All devices fit standard switch boxes. Single 
switches take standard brass or Bakelite Plates. » » 


The switches are designed specifically for modern Type C lamp 
loads. Mechanisms are fully enclosed and sealed, dust-proof, 
in compact Bakelite bases. These structural advantages, plus 
eye-appeal, are combined with competitive prices, to further fit 
the needs of present-day wiring jobs. Write for illustrated folder 
and ask for proposition on ready-wired DISPLAY BOARD, 2-color 
circulars are available — free — for distribution to your trade. 


ELECTRIC DIVISION 





THE ARROW-HART & HEGEMAN ELECTRIC 
OLD LEER ERE TIE PO A a oa ia 


CO. HARTFORD, CON 
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Plus ARROW LEADERS i il 


electrical 


convenience 
















FOR THE RADIO FOR THE 





VACUUM CLEANER 








FOR OUTDOOR 
LIGHTING 





















FOR THE pw a 
ELECTRIC IRON 


ELECTRIC RANGE 


hese lead to Consumer sales 


“LEADERS” give your Contractor customers a 
tangible basis for the merchandising of wiring jobs. These 
devices are designed primarily to interest the consumer in special 
electrical conveniences which necessitate WIRING. » » 


Here, we take advantage of the fact that wiring devices are the 
only part of the wiring job the consumer sees and uses. They 
become the basic part of the “‘sale’’ — because electrical 
CONVENIENCE is the thing really sold. New jobs depend on pic- 
turing to the customer his enjoyment of the handy features in 
LEADER Devices. These “‘carry across’’ the complete installation. 


Pictured above are ARROW “LEADERS” with their par- 
ticular consumer- appeal indicated. They all involve ADDITIONAL 
work and material to that in the regular installation. They mean 
sales and jobs your customers would not otherwise have. 


For the clock (1)—the Clock Hanger Outlet. For the fan (2)—the Fan Hanger 
Outlet. For the radio (3) —the Radio Outlet with aerial, ground and power 
connections. For vacuum cleaner and lamps (4)—the 2-circuit Receptacle; 
continuous current in one outlet, the other controlled by wall switch. For the 
electric iron and heater devices (5)— the Screwless Heater Plug. For the electric 
range (6) — the Range Outlet. For a neat cellar job (7) — the enclosed Entrance 
Switch. For outdoor lighting (8) — the weatherproof Outdoor Receptacle. Ask 
for copy of the “LEADER” PLAN BOOK — a practical merchandising help. 


ELECTRIC DIviIsION 


THE ARROW-HART & HEGEM 
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AN ELECTRIC CO. H 


ARTFORD, CONN. 
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There is a constantly increasing 
DEMAND FOR 


SOLA 
TRANSFORMERS 


We gave the electrical 









industry, by means of ad- 
vanced design, the first 
real improvement in trans- 
former construction in 


many years. 


Our rapid rise to first 
rank in the industry is 
ample proof that trans- 
former users recognize a 
good transformer when 
they see one. 


We invite the electrical 
trade to investigate a line 
of transformers that’s 


really “going places.”’ 


The most clear- 
ly organized 
transformer 
speci fications 
ever published. 
Did you get 
your copy? 











LUMINOUS TUBE TRANSFORMERS 
SIGNAL TRANSFORMERS CONTROL TRANSFORMERS 
POWER TRANSFORMERS VOLTAGE REGULATORS 
REACTANCE TYPE TRANSFORMERS 






SOLA ELECTRIC COMPANY 


2525 Clybourn Ave., Chicago, U.S.A. 
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No. ASU-32 114 in. deep 
Cable Box on Shallow Bar 


THERE IS A BIG MARKET 
FOR THESE A-S-E PRODUCTS 


No. 5415112 Outlet Box 
11/2 in. deep ie tin . Knockouts 


No. 255-XL Switch Box. 
XL” Universal Cable Clamps 


No. 251-XL Bracket Box. 
With Lath Support. Pri-Outs 


No. 904 Fuse-Cab 
4 circuit. Flush Type 





ELECTRICAL 


uc’ LAMP 


Catalog No. 1311 


Recent inprovements make these 
Switches the sturdiest of their 
kind, mechanically and electri- 
cally. (Sample on request.) 


A winning pair for replacement 


ne 


Catalog No. 1815-D Catalog No. 1325 
line of Triplex Convenience 
all purpose Switches Outlet 


WHOLESALING 
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Wiring Chart showing a oe et a" 
simplified method of rears 
wiring a few of the most 
commonly used combinations. Write for your copy. 
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PARANITE 


A Name That's Known 


now offers a 
Complete 
Line 


of 
wire and cable 
products 


During the past three years a number 
of items have been added to the Para- 
nite line of wire and cable in order to 
make the line complete. 


Now, for the first time, the Paranite 
line offers the electrical wholesaler ev- 
ery commercial type of building wire 
and cable and every size. 


With branch sales offices in every 
major marketing area and stocks in 
every marketing area Paranite is in a 
position to fill all of your wire and ca- 
ble requirements promptly. 


PRIUS WIRE & CABLE CORP. 


JONESBORO, INDIANA 


Divisi on of 


ESSEX WIRE CORPORATION 
DETROIT, MICHIGAN 


( } 
\ 
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April, 1934 





ELECTRICAL WHOLESALING 49 











FOR RELIABLE TROUBLE -FREE INSTALLATION 





A TIME TESTED LINE OF ANNUNCIATORS, BELLS AND PUSHES 


The ANSONIA line has earned its favorable regard by jobbers and contractors through more 
than fifty years of consistently good performance and fair dealing with the trade. 


THE ANSONIA ELECTRICAL CO. 
ANSONIA, CONN. 


Manufacturers of 


ANNUNCIATORS—BELLS—PUSHBUTTONS 
WEATHERPROOF AND SLOWBURNING WIRE AND CABLE 
MAGNET WIRE—ANNUNCIATOR WIRE 
DAMPPROOF OFFICE WIRE—ANTENNA WIRE 











SEND FOR FREE BULLETINS 








The Ansonia Electrical Co. 
Ansonia, Conn. 
Gentlemen: 
Yes, you may send me copies of your bulletins and price lists 
of Ansonia annunciators, belis, and pushes. 
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The New Deal and HOLC make a new market 
for boxes and fittings. And Raco leads the way 
to your share of that new business. 


The Raco line is big, complete. Raco is known, 

i respected. The Raco flag has always meant— 
utlet Boxes—with external mount- nore . ¥ 

ing ears, if desired. For all types Dependability, Quality, Service. 


of conductors—also all of the usual 
types. 





Raco boxes and fittings are good looking, long 
lasting. They are designed to overcome instal- 
lation problems. 





Even the packaging of Raco boxes and fittings 
Sustsch Bonso—alll deptho=ail olasece is arranged for your convenience. Write today 
See eenT for the latest Raco price sheets—and follow the 
Raco flag to this big market. 





Utility Boxes—all types and sizes— 
full line of covers to match. 


All Raco Clamp Boxes are equipped 
with Pri-Outs. 
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TRUMBULL RANGE SWITCHES «- 
800,000 HOMES 


With spring “just around the corner” the re- 
modeling and construction of homes soon will be 
under way. Government statistics show a poten- 
tial building market for 800,000 homes of which 
it is safe to assume a large percentage will be 
wired for an electric range. 











For the proper control of electric range 
equipped homes, Trumbull offers you a wide 
variety of Range Switches at competitive prices. 

Acquaint yourself with this profitable line and 
be in a position to get your share of this busi- 
ness by tying in with Range Campaigns. 





Series—19,800, 29,800. 

Sequence—M-S-F. 

Type—Non-Testing. 

Capacity—60 Ampere. 

Branches—1—60 Amp. ; 2, 
4 or 6—30 Amp. 












Series—39,000, 49,000. 
Sequence—S-M-F. 


Type—tTesting. 
Capacities — 30, 60, 100 Fuses—Accessible or 
Amperes. Sealable. 













Branches—1—60 Amp. ; 2, 
4 or 6—30 Amp. 

Fuses— Accessible or Seal- 
able. 





Series—ST-4297 (for two me- 
ters). 

Sequence—S-M-F. 

Type—Testing. 

Capacity—60 Ampere. 

Branches—2—30 Amp. 

Fuses—Accessible. 











Series—928,000 (for two me- 
ters). 
Sequence—S- F-M. 
fype—Testing. 
acity-—60 Ampere. 
Li —2 or 4—30 Amp. 
Fuse able. 
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Series—18,800. 
Sequence—S-F-M. 


Type—tTesting. 

Capacity—60 Ampere. 

ree Amp.; 2, 4 Series—18,400. Series—ST-4217. Series—2900, 2901 

Woles-Acoeaeian Sequence—S-F-M. Sequence—M-S-F. This type panel provides a 60 

é Ss . Type—Testing. Type—Non-Testing. Amp., 3 Pole (SN) fuse circuit 
Capacits— 60 Ampere. r Capacity—60 Ampere. for the range and 2, 4 or 6 branch 
Branches—l1—60 Amp.; 2 or Branches—1—60 Amp.; 4—3@ cutouts for lighting; flush or sur- 
4—30 Amp. face mounting. 


Fuses—Accessible. pice Guten, 


THE TRUMBULL ELECTRIC MANUFACTURING CO. 
PLAINVILLE, CONN. 


A GENERAL ELECTRIC @ ORGANIZATION 
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Sell ventilation — easier to sell now 
than ever before. Air conditioning 
is in the public mind and in countless 
cases, a Diehl Exhaust or Ventilating 
Fan goes a long way toward air con- 
ditioning. 


Many sales and installation oppor- 
tunities exist—not only in homes but 
in offices, garages, restaurants, tap 
rooms, industrial plants and other lo- 


cations. For all kinds of installations 
there are Diehl Fans to provide prac- 
tically silent operation . . . exception- 
ally large air delivery . . . variable 
speed ... vertical mounting . . . and 


WHOLESALING 


other features required by various 
applications. 


With the Diehl Ventilating Fan Line 
your dealers and contractors can han- 
dle all ventilating jobs and make big 
profits. Write for the new Exhaust 
and Ventilating Fan Installation Cata- 
log and, if you wish, details of the 
Diehl Sales Plan to the Diehl Manu- 
facturing Company, Elizabethport, 
New Jersey. District Offices or Sales 
Representatives located in Atlanta, 
Boston, Chicago, Columbus, Dallas, 
Detroit, Los Angeles, New York, Phil- 
adelphia, Pittsburgh, San Francisco 
and St. Louis. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
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Latest Developments—Today’s Prices 


HERE has never been any catalog so complete with signaling information. Such 

a radically different modernization as the new Flush-call Line—replacing old- 

fashioned doorbells, etc.—is typical of the many advanced improvements in Ed- 
wards bells, annunciators, transformers, burglar alarms, telephones, etc. 


The complete intact Edwards organization, balanced by the dependability of 62 
years experience and the aggressiveness of youth, has been planning, experiment- 
ing and designing to be ready for your increased activity. No change in distribu- 
tion—we remain loyal to the Electrical Wholesaler, with an electrical line for the 
electrical trade. 


No side lines—Signaling remains our specialty and Edwards quality continues to be 
the standard. A wealth of new information plus today's up-to-the-minute prices 
makes this new Edwards catalog your 1934 Text Book of Signaling. Return the 
coupon at once for your copy. 





Send the new EDWARDS SIGNALING CATALOG to 
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City State 








Please Check for Correct Listing and Future Mailings 
ELEC. CONTRACTOR—WHOLESALER—ARCHITECT—INDUSTRIAL 
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Thousands of Years Ago, Alsop satd— 


“See my sons, the power of unity. Bound together you 
may defy almost every mortal ill. Divided, you ma 
fall a prey to your enemies as easily as you may iesak 
a single stick from the bundle which now withstands 
the most powerful arm.” 

So it is today with distribution. Hubbard Hardware 
and Peirce Specialties bind together 170 Distributors 
with a constant constructive policy of exclusive whole- 
saler distribution. 

The three Hubbard Factories supply quality of rec- 
ognized superiority. The 170 distributors provide 
a warehousing and distributing service that makes 
Hubbard products quickly available to every nook 
and corner in the United States. There is more than 


one million dollars worth of finished Hubbard Hard- 
ware and Peirce Specialties between our factories and 
the utilities. Truly, a service without parallel in our line. 

We congratulate our Electrical Wholesalers on the 
commendable, efficient job they have done for us—in 
sales promotion as well as distribution. We thank 
them for their loyalty. 

And in these days of changing economics, it is a 
splendid commentary that the Electrical Industry as a 
whole is a substantial structure built on a solid founda- 
tion, from the Manufacturer to the Wholesaler, to the 
Contractor and Consumer, with each division per- 
forming its cooperative function. Mr. Electrical Whole- 
saler, you can be justly proud of your place in the sun. 





(Hubobaid wwcommny 


PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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We know that executives are out in the industrial plants today — prob- 
ing delays—checking time and labor losses. They are learning, first 
hand, how electrical equipment has deteriorated from lack of proper 
maintenance. 


but this movement has gone further. Owners of office buildings, apart- 
ments and homes are finding old equipment inadequate for the various 
services and appliances of the modern, electrically equipped office or 
hme. Old and new installations must be made to serve future as 
well as present needs. Sub-standard or obsolete switches will not meet 
the requirements. 


Sguare D is prepared to work shoulder to shoulder with electrical dis- 
tibutors to make the most of this immediate sales opportunity. Square D 
is ready with factory stocks of new lines, new equipment—all Square D 
quality with Square D reputation for safe, sure, economical service. 
Every Square D sales office has a trained force of consultants—applica- 
lion engineers, who know switch and control requirements—to aid in 
selecting stocks and recommending the right equipment. 





These men are to be found in all principal distribution centers. They have 
back of them the engineering resources and experience of Square D. 


Call in a Square D man at once—there’s no obligation. 


SQUARE J] COMPANY 
Oe TR OTT MILWAUKEE 


MICHIGAN YA WISCONSIN 
SQUARE D COMPANY, LTO., LOS ANGELES, CALIFORNIA 











Here is the modern meter service 







Subset) 


switch, providing capacity and circuits 






\! 
23 






for the electrically equipped home. 
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SWITCH ANO PANEL DIVISION 
DETROIT, MICHIGAN, U S.A 
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INTRODUCING 


“The Modern Electric Bell” 
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ONE UNIT PANEL 
1 or 2 Signals 
(6%” wide x 7” high) 























TWO UNIT PANEL 
2 or 3 Signals 
(916” wide x 61%” high) 


A New Development 


Designed for Business Available 


In the Replacement Market 





FARADAY 























THREE UNIT PANEL 
3 or 4 Signals 
(12” wide x 6%” high) 


CONSTRUCTION 


FARADAY RESIDENCE CALL-PANELS 
have hollow back-plates, formed with 
attractive, molded edges, completely 
covering up the ugly slack-wires, the 
broken and uneven plaster and the grimy 
outline of the old-style bells and buzzers. 
Units are completely insulated from back- 
plates. Covers enclose under their at- 
tractive glossy surface the entire mech- 
anisms, as well as the gongs, binding- 
posts, etc., perfectly dust-proofing the 
units which consequently, can be easily 
kept clean. No mounting-screws show 
on surface of panel. 























RESIDENCE 
CALL PANELS 


Open up new sales opportunities for you and 
your customers to realize profits by featuring this 
new device to your trade. 


lt appeals to the home owner and the housewife, 
and your contractors will like it because it will 
enable them to make an honest-to-goodness instal- 
lation. 


Interchangeable colors on the covers against 
the standard ivory back-plate adapts FARADAY 
CALL PANELS to present day color schemes in 
the kitchen. 


An advertising campaign to your contractor . 
customers is acquainting them with the opportuni- 
ties that exist on this line and your sales and profits 
on this line will depend on how well you bring it to 
the attention of your customers. 


See to it that you have a supply of literature 
featuring this product. 





STANLEY & PATTERSON 








INCORPORATED—Established 1884 
150 Varick St., New York, U.S.A. 














Wholesaler 


Acctivities 





Binghamton Distributor Changes 
Name, Adds New Branch 


E. C. Wehle, general manager of the 
Southern New York Electrical Supply 
Co., Binghamton, N. Y., with branches 
in Jamestown and Elmira, announces 
that the name of the firm has been 
changed to the Wehle Electric Co. 


A new branch has been opened at 292 
Andrews St., Rochester, in charge of 
Norman A. Ester, formerly manager of 
the Syracuse house of the Westing- 
house Electrical Supply Co. 


v 


W. A. Searle and H. G. Corey 
Open New House in Worcester 


W. A. Searle, until recently sales 
manager of the Worcester, Mass., 
branch of the Graybar Electric Co., 
and H. G. Corey, owner of the Corey 
Electric Supply Co., Fitchburg, have 
recently organized a new firm, the 
Searle-Corey Co., Inc., which is con- 
ducting a wholesale electrical supply 
business at 164 Union St., Worcester. 
Mr. Corey will continue to operate his 
Fitchburg house. 


v 


Stern Adds Zenith Radios, 
ABC Oil Burners 


Francis E. Stern, president, Stern & 
Co., Hartford, Conn., has announced the 
appointment of his firm as exclusive 
wholesale distributors of Zenith radios 


in Connecticut (except lower Fairfield 
County), western Massachusetts and 
Vermont. 

Stern & Co. have also been selected 
by the Automatic Burner Corp. to dis- 
tribute ABC oil burners, including both 
power and range models, in Connecti- 
cut and western Massachusetts. 


’ 
New Branch Managers for 


G. E. Supply 


F. H. Pauly has replaced M. N. Sny- 
der as branch operating manager at 
the Erie house of the General Electric 
Supply Corp., while M. C. Larsen has 
succeeded S. E. Smith as branch oper- 
ating manager at Rockford. 


v 


North Coast Electric Expands 
Portland Branch 


V. M. Miller, vice-president of the 
North Coast Electric Co., electrical dis- 
tributors with headquarters in Seattle, 
was transferred about six months ago 
and made manager of the Portland of- 
fice. Since that time, additions have 
been made to the organization, and this 
branch reports a considerable increase 
in sales volume as a result. 

Fred Zaugg, formerly Electric Corp. 
lighting specialist in Portland, was 
added to the organization, also L. D. 
(Long Distance) Hewitt, radio spe- 
cialist. Donn Flynn was brought in 
from Eugene, Ore., to be full time sales- 
man in Portland. 





A Group of Veterans: 


are: 





These seasoned campaigners serve under the colors of 
the General Electric Supply Corp., St. Louis, Mo., and are well known to the 
trade. Seated, left to right, are: L. C. Arnold, district manager; C. J. Watson, 
district supply manager, and A. H. Shirley, district operating manager. Standing 


Ed. Hein, service supervisor; P. J. Bolden, promotional advertising; Ray 


Cella, sales department, and J. L. Knapp, appliance sales. 
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Wins Two Golf Trophies: ©. B. Stubbs 
of the Stubbs Electric Co., just after his 
return from the Del Monte convention 
of the NEWA. O. B. is feeling fine for 
two reasons: sales of his company are up 
63 per cent, and he came away from the 
golf tournament at Del Monte with both 
the Copper and the Roscoe Oakes Cups. 








Frank Paulson was appointed sales 
manager and D. J. Morris office man- 
ager, Art Stevenson and Lawrence 
Stohler remain on the sales force and 
several office employees were added. 


v 


Ludwig Hommel in New 
Quarters 


On March 17, Ludwig Hommel & 
Co., Pittsburgh distributors for RCA 
Victor radio and Norge refrigerators, 
moved from 929 Penn Ave. to more 
spacious quarters in the Try St. Ter- 
minal Bldg., at 600-620 Second Ave. 


v 


Sales of Electrical Wholesalers 
Continue to Gain 


In the electrical supply trade, accord- 
ing to Dun & Bradstreet, there has 
been a steady betterment in both sales 
and collections during March, volume 
running 10 per cent above the Febru- 
ary total, which rose 30 per cent over 
the 1933 figures in spite of the short 
month and the bad weather conditions 
prevailing. Wholesalers of radios are 
reported as preparing for a share in 
the substantial business developing for 
automobile units. 


v 
Federal Reserve Report 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of January: 


Jan. 1934 with 











Federal Reserve Dec. Jan. 
District 1933 1933 
Chicago creteeee | 7 37 + 68.8 
Philadelphia ....| + 60.0 + 23.0 
San Francisco ...| — 24.0 + 43.2 
yo “eee - 15.0 | +100.0 
jee - 110 | + 53.9 
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Personals 


On March 4, J. C. Davipson, Hen- 
drie & Bolthoff Mig. & Supply Co., 
Denver, completed 30 years of active 
service with the local electrical in- 
dustry. 


F. W. GreEusEL, president, the M-G 
Co., Milwaukee, has been elected vice- 
president in charge of the wholesale 
division of the Wisconsin Radio, Re- 
frigerator and Appliance Association. 


JacK Van HaAvuseEN, who has been 
in the electrical supply business for 10 
years, is a new counterman with the 
Bright Light Co., Chicago. 


“BILL” Brown, store manager, Elli- 
ott-Lewis Electrical Co., Philadelphia, 
completed 25 years of active service 
with that company on March 17. A 
gold watch and chain were presented 
to Mr. Brown by President Frank R. 
Elliott at a meeting of the entire Elliott- 
Lewis organization. 


Vircit Hom, ALBERT CHILTON and 
FRANK JOHNSON are three new sales- 
men with the Triangle Wholesale Elec- 
tric Co., Muncie, Ind. Earl Fording 
is a new counterman with this concern. 


BERNARD NEWMAN has been promot- 
ed to city salesman at the Rock River 
Electric Co., Rockford, IIl., while 
ARNOLD STERNER will handle inside 
sales. 


DEAN SPENCER is back with the 
Brown Electric Co., Oklahoma City, 
Okla., in the capacity of service man- 
ager, taking the place of R. D. FErRreEL, 
who has resigned to go to St. Louis, 
where he will be in the advertising 
business with his father. 
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Enthusiastic Bowlers: The teams of the Greenfield Electrical Supply Corp. and the 







Viking Products Co. play in the Electrical Bowling League of New York. Thomas 
Kirkman of the Kirkman Engineering Corp., New York City, acted as official 
photographer in securing this picture. The Greenfield team consists of: A. Cohn, 
W. Abramson and H. Hanover in the front row and W. Green and W. Colodny in 
the rear. On the right are the Viking players, from left to right, front row: H. 
Peterson, E. Berqui and E. Story. Back row: J. Berry, B. Ertel and J. Sculder. 





New Distributors Appointed 
for ABC Oil Burners 


The Automatic Burner Corp., Chi- 
cago, has announced the appointment 
of four additional distributors to han- 
dle the complete line of ABC oil burn- 
ers. 

The new distributors are: Stern & 
Co., Hartford; Erskine-Healy, Inc., 
Rochester; Zork Hardware Co., El 
Paso, and F. B. Connelly Co., Seattle, 
with branches in Portland, Ore., and 
Tacoma. 

Vv 


Schneiderhahn Dealers 
Meet in Des Moines 


More than 400 Iowa dealers attended 
a meeting sponsored by the A. A. 
Schneiderhahn Co., Des Moines, Ia., 
held at the Fort Des Moines Hotel on 
March 15. Separate sessions were held 
for automotive and electrical retailers. 
How to cash in on the upturn in busi- 
ness conditions was the central theme 
discussed by each group. A showing 








They're Nonchalant: It has been rumored that most of the personnel of the Lind- 
ley Electric Co., Philadelphia, are brushing up on public speaking at night school. 
Judging by the way they face the camera, it must be true. From left to right are: 
Walter Wick, general manager; Al Wick, sales manager; Lou Sigel; John Casey; 
Miss M. Morrissey; Roy Straub; Miss L. Schutte; John MacLaren; Les Grand; 
=a Wilkinson, Pierce Fuse Co. representative; Lyle Ball and Frank Hols- 
worth. 





of 1934 models in radios, electric re- 
frigerators, electric washing machines 
and parts for 1934 automobiles was a 
feature of the meeting. 

Visiting manufacturers’ executives 
and dealers were guests of the Schneid- 
erhahn organization at an evening ban- 
quet. Governor Clyde L. Herring, 
Mayor Dwight N. Lewis, R. M. Evans, 
Iowa corn and hog chairman, and Ossie 
Salem, University of Iowa _ football 
coach, were among the speakers. 


v 


Three Trainload Orders Placed 
by Norge Distributors 

Norge Corp., Detroit, has announced 
three orders for trainload shipments of 
refrigerators. One lot of 65 carloads 
went to Moser & Suor, Inc., Kansas 
City, another, for 44 carloads, to Trill- 
ing & Montague, Philadelphia, while the 
third, for 40 carloads, was placed by 
the Sampson Electric Co., Chicago. 

v 


Turner Supply Co. Now 
G. E. Distributor 


The Turner Supply Co., Mobile, 
Ala., have recently been appointed dis- 
tributors for the Merchandise Dept. of 
the General Electric Co., Bridgeport, 
Conn., according to an announcement 
by Jules L. Brana, manager of this dis- 
tributor’s electrical department. 


v 


Triangle Wholesale Electric 
Occupies New Building 

The Triangle Wholesale Electric Co., 
Muncie, Ind., has moved into its new 
three-story building at 115 E. Main St. 
The new quarters provide 9,000 sq. ft. 
of floor space. 

v 


Standard Lighting Fixture Co. 
Takes Over Jamaica Store 
The Standard Lighting Fixture Co., 
Brooklyn, N. Y., has taken over the 
store of the Kupferberg Lighting Fix- 
ture Co. at 153 Jamaica Ave., Jamaica. 
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Industrial Plants Ready to Buy 

Improved Lighting Equipment 

Seventy well-rated industrial plants 
in the middle west were recently select- 
ed for investigation by a prominent 
lamp manufacturer, according to Light- 
ing News. Every one of the 70 con- 
cerns called upon expressed keen inter- 
est in the subject of lighting and each 
deplored the fact that the suppliers of 
lamps, lighting equipment and kilowatts, 
had neglected them. Two cases had to 
do with lighting problems in inspection 
departments which had baffled the fac- 
tory superintendents. The management 
of these plants declared that they would 
buy anything within reason, but that 
nobody appeared sufficiently interested 
to solve their problems. 

Twenty per cent of the industrialists 
called upon declared themselves ready 
immediately to make needed lighting 
improvements; 20 per cent more said 
they would schedule such improvements 
in the budget to be taken care of over 
the period of a year. Two of these 
are the largest concerns of their kind 
and their requirements would well 
amount to many thousands of dollars. 

The value of the survey lies in the 
fact that it reveals a present day con- 
dition. It indicates that the manage- 
ment of industry is keenly aware of 
the lack of adequate lighting and is only 
waiting for somebody to come and 


sell it. 
Vv 


Thea & Schoen Move 


Thea & Schoen, manufacturers’ agents, 
formerly at 25 Broadway, New York 
City, have moved to 46 Murray St., 
New York City. Manufacturers repre- 
sented include: Roach-Appleton Co.; 
Bridgeport Switch Co.; Columbia Ca- 
ble Co.; Acorn Insulated Wire Co., and 
Stamford Metal Stamping Co. 











Look 
mighty well to this trio at the Westing- 
house Electric Supply Co., Portland, 


Refrigerator Sales Prospects: 


Ore. Pete Bach, manager, in the middle 
has on his right Gil Baird, editor of 
Westinghouse “Cold Selling Talk,” and 
on his left Charlie Meier, merchandise 
manager for the Pacific Coast. The last 
two are making a series of “stands” 
throughout the Northwest and had just 
concluded a meeting with 55 dealer 
salesmen. 
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every foot of 
Crescent Wire 








CRESCENT 


WIRE 





offers every advantage to 


Wholesaler and Contractor alike 








a 


RESCENT 
PRODUCTS 


A COMPLETE LINE 


“Crescent” National 
Electric Code Rub- 
ber Covered Wire 
and Cable. 


Intermediate Grade 
Rubber Covered 
Wire and Cable. 


“Imperial” 30% Rub- 
ber Covered Wire 
and Cable. 

“Crescent” Lead En- 
cased Wire and 
Cable. 


“Crescent” A. B. C. 
Armored Bushed 
Cable. 

“Crescent”’ Lead Cov- 
ered Armored 
Cable. 


“Crescent” Flexible 
Metallic Conduit. 


“Crescent” Varnished 
Cambric Cable, 
Lead Encased or 
Braided. 

“Cresflex’”” Non-Me- 
tallic Sheathed 
Cable. 

“Crescent” 
Cords. 

All kinds of special 
wires and cables. 


Flexible 


years of 
knowing 
howin 


INSULATED WIRE 





WITH the most rigid requirements in force in 
our purchase of raw materials; 


WITH quality predominant in every foot of our 
manufacturing process; 


WITH warehouse stocks and representatives 
ready to serve you in principal cities 
everywhere; 


THERE IS NO DOUBT that Crescent Wire and 
Cable as a product and as an organization 
truly offers every advantage to purchaser 
and handler alike. 


WRITE FOR FOLDER DESCRIBING RECENT 
INSTALLATIONS 





RESCENT 
& CABLE CO. INC 






TRENTON, 
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Manufacturers’ News 





Chase Brass & Copper An- 


nounces Fixture Line 


The Chase Brass & Copper Co., Wa- 
terbury, Conn., has announced its entry 
into the lighting fixture field. New 
exhibition floors will be opened next 
month in Chase Tower, 10 East 40th 
St., New York City. 

For the past three years, according 
tc Rodney Chase, assistant secretary, 
this company has been investigating the 
lighting fixture business. During the 
past six months an extensive personal 
survey has been conducted among all 
important dealers in the northeastern 
states. From these studies the Chase 
Company has evolved definite ideas and 
policies regarding its line of fixtures, 
methods of distribution, and methods 
of meeting the public’s desires. The 
forthcoming Chase line will feature new 
and authentic designs at moderate 
prices. 

Earl F. Copp will act as general man- 
ager of the new fixture department 
while Clement E. Horton will be di- 
rectly in charge of sales. 


v 


Supreme Court Upholds 
Arrow-H. & H. Merger 


The United States Supreme Court, in 
a decision handed down last month, up- 
held the merger of the Arrow Electric 


Co. and the Hart & Hegeman Co. on 
the grounds that competition had been 
preserved, that there was a total ab- 
sence of proof of injury to the public, 
and that the holding company had been 
dissolved in compliance with an order 
of the Federal Trade Commission. 

The decision reversed the ruling of 
a lower Court which had upheld an 
order of the Federal Trade Commis- 
sion refusing the companies permission 
to unite. 


Vv 


Mealey to Direct Sales of 
Hotpoint Refrigerators 


Harry C. Mealey, who has been con- 
nected with General Electric Co. for 
the past 15 years, has been named mana- 
ger of the Hotpoint electric refriger- 
ator division of the company’s specialty 
appliance sales department, with head- 
quarters at Nela Park, Cleveland. 

Units for the Hotpoint refrigerator 
will be manufactured for the Hotpoint 
division in Fort Wayne, Ind., while the 
cabinets will be built in the plant at 
Erie, Pa. Mechanism of the refriger- 
ator has only three moving parts and 
is on the top of the cabinet, which is 
of all-steel construction. Interior is of 
porcelain. The chilling unit is stainless 
steel. 

Hotpoints will be made in three mod- 
els of four, five and seven cubic feet 








To Aid Dealers in Making 1934 a Banner Year: The General Electric “Prosper- 


ity Parade” leaving Bridgeport for its tour of 32 key cities. 


With a wealth of 


business optimism and new sales plans, the “Parade” will do its best to help radio 
and appliance dealers make 1934 a top-notcher in sales. Left to right, are: J. M. 
Wicht, A. E. Pierce, C. C. Barnes, E. J. Lane, C. T. Wandres, W. M. Cramp, 
J. M. McNeill, L. K. Hagaman, R. E. Weldon; R. W. Hart, W. D. Yates (in front); 
A. Rebensburg, D. C. Spooner, Jr., A. L. Atkinson, Mrs. Ruby Littlefield, and Miss 


Dorothy Parrott. 








Walter M. 


Wiring Device Specialist: 
Wyman, who has covered the Philadel- 
phia territory for the past 15 years for 
Harvey Hubbell, Inc., is now connected 
with the sales force of Pass & Seymour, 


Inc. Mr. Wyman will travel eastern 
Pennsylvania, southern New Jersey and 
Delaware. 





capacity. These three sizes cover 87 
per cent of the domestic electric refrig- 


erator demand, according to Mealey, 


who states that: “The Hotpoint divi- 
sion is offering a small, compact line, 
which in sizes fills the greatest public 
demand and has the greatest public 


acceptance.” , 
vV 
Lighting Check Charts Offered 
by Westinghouse 


Three lighting check charts have been 
developed by the Westinghouse Lamp 
Co. for the use of distributors and deal- 
ers. 


An Industrial Lighting Check Chart 
enables the plant engineer to make a 
quick survey of his lighting installation. 
A Commercial Lighting Check Chart 
assists the merchant to check his light- 
ing installation to see if the lamps are 
of proper wattage and producing ade- 
quate intensity, while a Light-O-Graph 
Check Chart makes it easy for the 
housewife to check the lighting in her 
home. 


In addition, each chart carries a table 
of recommended lighting intensities. 


v 


Rigby Now Representing 
Four Manufacturers 


Edward Rigby, 10 High St., Boston, 
whose appointment as New England 
representative of Edwards & Co., was 
announced in ELEcTRICAL WHOLESAL- 
ING last month, will continue to handle 
the Wiremold line in that territory. Mr. 
Rigby, who also represents the Colum- 
bia Metal Box Co. and the Taplet Mfg. 
Co., was recently elected president of 
the Metropolitan League of Boston. 
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Hurley Machine Buys Meadows 
Plants 


Edward N. Hurley, Jr., president, 
Hurley Machine Co., Chicago, an- 
nounced last month that his company 
had purchased the buildings and equip- 
ment of the Meadows Manufacturing 
Co., Bloomington, IIl., subject to the 
approval of the United States District 
Court for the Southern District of 
Illinois. 

The Hurley bid was $143,000, as com- 
pared to a total of $95,000 offered by 
bidders for the property and machinery 
in various lots. 

The transaction involves seven prin- 
cipal buildings at Bloomington and the 
company’s former factory at Pontiac, 
Ill. Mr. Hurley’s plans for the use of 
the property will not be announced until 
the court has approved the bid. 


v 


Five-Year Protection Policy 
for G. E. Refrigerators 


Announcement is made that General 
Electric Co. now offers buyers five 
years’ protection on the sealed-in-steel 
mechanism of its Monitor top refriger- 
ator at the rate of $1 per year. 

“Our refrigerator was the first to 
carry a 2-year guarantee; the first with 
a 3-year guarantee; the first to give a 
4-year service plan and now it offers 
5 years’ protection for only $1 per year. 
In other words, we offer the complete 
one-year standard warranty free, and 
four years’ additional protection against 
failure of the sealed-in-steel mechanism 
for only $5,” says P. B. Zimmerman, 








Yes, Gentlemen Do Prefer Blondes: 


Especially when, like Hazel Forbes, the 
blonde happens to be a Follies beauty. 
The gentleman with the socks is none 
other than Richard Dix, who seems to 
be giving no competition to the gentle- 
man with the lady’s hand, R. C. “Bob” 
Bennett of I. A. Bennett & Co., Chicago. 
The scene is laid at Palm Springs, Calif. 


manager of the company’s electric re- 
frigeration department. 

The new 1934 de luxe Monitor Top 
refrigerator carries the 5-year protec- 
tion plan and the new 1934 de luxe 
General Electric Flat Top refrigerator 
has the standard l-year warranty. 


¥ 


E. L. Johnson Now Repre- 
senting Thomas & Betts 

Thomas & Betts Co., New York City, 
has announced the appointment of E. L. 
Johnson, formerly connected with the 
H. B. Squires Co., as San Francisco 
representative with offices at 542 Na- 
toma St. 

Vv 


Fifteen Models Comprise Frigid- 
aire Line for 1934 


Frigidaire Corp. announced last 
month “the most comprehensive line of 
household electric refrigerators in its 
history.” 

Fifteen models with prices ranging 
from $99.50 to $509, plus freight, make 
up the 1934 line, according to E. G. 
Biechler, president. 

Coincident with the unveiling of the 
new models on March 21 in more than 
6,000 retail outlets from coast to coast, 
Mr. Biechler said that the largest ad- 
vertising campaign Frigidaire has had 
in recent years will be inaugurated in 
500 key city daily newspapers and na- 
tional magazines. 

Vv 


Marbelite Art Products 
Occupies New Plant 
The Marbelite Art Products Co., 
manufacturers of reflectors and flood- 
lighting equipment has moved from 
2652 W. Lake St., Chicago, to its new 
factory at 429 S. Western Ave. 


v 


New York Office for Federal 
Steel Products 


The New York City office of the 
Federal Steel Products Co., Newark, 
N. J., is now located at 46 Murray St. 
in charge of Charles Shelburn. 


Obituary 


Karl E. Nutting 


Karl E. Nutting, president of the In- 
dustrial Electric Supply Co., Muncie, 
Ind., died on March 7, from injuries 
received in an automobile accident. Mr. 
Nutting was a graduate of the Bliss 
Electrical School, Washington, D. C., 
class of ’06 and had been active in the 
electrical field since that time. He was 





engaged in the electrical contracting 
business from 1906 until his death un- 
der the firm name of Nutting Electric 
Co. In 1926, the Engineering-Equip- 
ment Co. was acquired and Mr. Nutting 





Karl E. Nutting 


actively managed this concern, selling 
General Electric power apparatus and 
similar equipment. In May, 1931, the 
Industrial Electric Supply Co. was 
formed with Mr. Nutting as president, 
for the purpose of conducting a whole- 
sale electrical supply business. Mr. 
Nutting was active in these three con- 
cerns at the time of his death. He was 
also a member of the Indiana Society 
of Engineers. 


Vv 
Walter D'Arcy Ryan 


Walter D’Arcy Ryan, pioneer illumi- 
nating engineer, died at his home in 
Schenectady, March 14, of heart trou- 
ble. He was first stricken last summer 
while occupied at the Century of Prog- 
ress Exposition at Chicago as director 
of lighting. 

Mr. Ryan was born April 17, 1870 
at Kentville, Nova Scotia. He obtained 
his education in Kentville and in 
Halifax, possessing a pronounced me- 
chanical and engineering talent. Im- 
mediately upon completing his educa- 
tion he came to the United States, and 
at the age of 22 obtained employment 
in the old Lynn Works of the Thomson- 
Houston Electric Co. as a student en- 
gineer. In 1896 he was promoted to 
the position of superintendent of test 
men in the West Lynn Works of the 
General Electric Co. Shortly after this 
he was made a commercial engineer and 
served as secretary of the Lynn factory 
committee. Four years later, in 1903, 
he was formally designated illuminating 
engineer, the first man to hold such a 
title, so far as is known, in the United 
States. 

Since June 13, 1932, Mr. Ryan had 
been a consulting engineer of the Gen- 
eral Electric Company, and his work 
was devoted to that of a consultant for 
the illuminating engineering laboratory. 
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1934 Frigidaires 


illustrated, uses _ 
current than one ordinary electric light 


Standard series, uses less 
bulb. Available in three sizes, each 
of which uses hermetically sealed type of 
compressor unit, has automatic defrosting, 
automatic ice tray releases and centrally 
located freezer for greater storage space 
on either side. Each is finished in dulux, 
finest of non-porcelain finishes. 

Master series, also finished in dulux, 
has distinctive hardware, new type door 
latch, center freezer with door, interior 
light, ice trays with rubber grids, taper 
grids and Quickube, nine-point cold-con- 
trol, new removable Servashelf, and twin- 
cylinder compressor. 

Super series, has Master series features 
plus greater ice freezing capacity, hydra- 
tors for fruit and vegetable storage, re- 
movable adjustable shelves, utility basket, 
improved glass cold storage tray with 
ribbed bottom, and finished in life-time 
porcelain. Two Deluxe series models have 
all features of Super series, plus ice chest 
and frozen storage compartment, with 
capacity of 156 ice cubes, also water cooler 
with pull down faucet. Frigidaire Sales 
Corp., Dayton, Ohio—Electrical Whole- 
saling, April, 1934, 


"Everdur" Electrical Conduit 


This new safety conduit is recom- 
mended for all installations where mois- 
ture and other corrosive conditions are 
encountered in combination with explo- 
sive or inflammable gases, solutions and 
dust. Particularly suited for locations 
where ordinary conduit has a very short 











life, or where sparks from short circuits 
and arcs present dangerous hazards. 
Made of a metal absolutely immune to 
rust and highly resistant to a wide vari- 
ety of corroding agents, this conduit is 
comparable to mild steel. It is tough, 
ductile and capable of withstanding 
shock and stress. Accurately drawn to 
size, it can be used with standard thread- 
less fittings now available, “Everdur” is 
furnished in 10’ lengths in seven sizes 


What's New 


ranging from 3%” to 2”. American Brass 
Co., 25 Broadway, New York City— 
Electrical Wholesaling, April, 1934. 


Sockets for 3-Light Lamps 


A line of new Mogul 
sockets for 3-light lamps 
has two spring center con- 
tacts and excess ble wiring 
terminals, These sockets are 
the same size as manufac- 
turer's No. 1553 Mogul ;{ 
socket. This makes it un- / 
necessary to change reflec- 
tors when replacing sockets | 
with new 3-light lamp sock- § 
ets which are available in 
the following types: No. 
1555 with 3%” cap; No. 1556 
with %” cap and No. 1557 
socket body only. Pass & Seymour, Inc., 
Syracuse, N. Y.—Electrical Wholesaling, 
April, 1934. 


New Radio Models 


Model M- 
63 (right) is 
a six-tube 
s u perhet- 
erodyne, 
table model 
receiver, 
with tuning 
range of 540 
to 2800 kilo- 
cycles cover- 
ing, in addi- 
tion to regu- 
lar broad- 
casts, police, 
amateur and 
aircraft sig- 
nals. Tuning dial is calibrated with great 
accuracy and volume control works with 
exceptional smoothness. Receiver has a 
maximum undistorted output of 1% watts. 

Model M-128 (below), is a radio pho- 
nograph combination; a 12-tube superhet- 














erodyne receiver with an automatic rec- 
ord-changing phonograph of improved 
design. Has full-sized, heavy-duty dy- 
namic speaker, specially designed tone 
equalizer, improved automatic low-tone 
compensator and rubber floated single- 
unit shielded chassis. Tuning range is 
from 540 to 2800 kilocycles. Receiver has 
massive custom-style cabinet of Renais- 
sance character. 

Model M-40, 614” high, 954” wide, and 
45%” inches deep, weighing only 6% Ibs., 





is a “personal” radio that can be operated 
on either a.c. or d.c. Easily portable, this 
four tube, t.r.f. receiver, together with 
magnetic speaker, is mounted on a 
compact steel chassis, Steel cabinet, 
which provides necessary shielding, has 
embossed paneling, is finished in two-tone 
antique bronze, Tuning range of 540 to 
1710 kilocycles covers regular broadcasts, 
also police calls used in many cities. Gen- 
eral Electric Co., Schenectady, N. Y.— 
Electrical Wholesaling, April, 1934. 


Bathroom Heater 


Only 9” wide, this heater may be in- 
stalled in narrow spaces where formerly 
it was impossible to 
locate an electric 
heater. Because it is 
48” tall it gives radi- 
ant heat from head to 
heels, Grille is of 
steel, porcelain en- 
ameled. Standard col- 
ors are white, ivory 
and Nile green, other 
colors may be _ ob- 
tained. Reflector is of 
chromium plated steel 
and holds nickel- 
chromium heating 
unit by special ceram- 
ics. Assembly is 
fastened to grille at 
factory. Wall box is 
of steel, black enameled, furnished with 
sufficient knockouts, and is shipped sepa- 
rately. All heaters equipped with switch 
on grille, double pole on 230 volt heaters 
and single pole on 115 volt heaters. List 
price, 1650 watt, 115 volt, $23.50, complete ; 
1650 watts, 230 volts, $24.50, complete; 
2000 watt, 230 volt, $26.50, complete. 
Thermador Electrical Mfg. Co. 116 
Llewellyn St., Los Angeles, Calif.—Elec- 
trical Wholesaling, April, 1934. 
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"Edge-Lite" Fixtures 


An integral 
part of the 
door or mirror 
iframe, two 
H lighting fix- 
j tures are mov- 
j able into vari- 
4 ous positions at 
jeither side or 
jacross bottom 
of the mirror. 
Available as a 
complete unit 
with lights, 
mirror and 
cabinet fully 
wired, or as 
complete door 
only, including mirror and “Edge-Lite” 
to replace existing cabinet door, or as 
Aplakay fixture only for direct connec- 
tion to wall or included with single and 
winged mirrors, table and stool forming 
complete cosmetic sets. Available in 
any color or chromium. Faries Mfg. 
Co., Decatur, I1l.—Electrical Wholesaling, 
April, 1934. 





Ice Cream Freezer 


“Handyfreeze” produces fine ice cream 
in from eight to 12 minutes. Consists of 
motor driven gear drive assembly with 
enclosed gears, heavily tinned cream can, 
self-adjusting wood bar beaters, and at- 
tractively painted kiln dried pine tub. 


mm | 
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Other metal parts are rust-proofed in at- 
tractive satin-silver finish. Has six ft. of 
rubber covered cord and plug cap attached. 
Available in two qt. and one gal. sizes. 
Operates on a.c. only, 105 to 115 volts, 50 
or 60 cycle. Chicago Electric Manufac- 
turing Co., 2801 S. Halsted St., Chicago. 
—Electrical Wholesaling, April, 1934. 


All-Wave Receiver 


This Model 39 all-wave set has hand- 
some airplane dial with graceful double- 
end pointer. Upper half of dial (regular 
broadcast) is calibrated in kilocycles— 
1500 to 550. Lower half (short wave) is 
calibrated in meters, 18.5 to 55. Four 
segments locate instantly the four prin- 
cipal short-wave channels—(19, 25, 31 and 
49 meters)—on which are found nearly 
all important foreign stations, also many 
amateur and transatlantic phone calls. 
Right-hand knob controls the dual range. 
Turned to the right, it gives broadcast 
range and illuminates upper half of dial. 
Turned to the left, it gives short-wave 





and illuminates lower, short-wave dial 
section. The Model 39 is a five-tube sup- 
erheterodyne with seven tuned circuits for 
a.c. operation on 110-120 volts, 60 cycles. 
Also available for 220 volts. Reflected in- 
termediate and audio frequency give six- 
tube performance. List price, $39.50 com- 
plete. Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New York City— 
Electrical Wholesaling, April, 1934. 


Two Washer Models 


This Spinner 
Model 75 does 
four jobs— 
washes, rinses, 
blues and damp 
dries— Spinner 
basket is of 
solid one - piece * 
porcelain en- 
amel with 
double bearing 
construction 
(two point sus- 
pension). 
Corrugated 
washing com- 
partment is porcelain inside and out. 
Other features: include new French type 
agitator; no 
moving part ex- 
posed; mechan- 
ism completely 
sealed and 
hushed in 
blanket of oil; 
absence of 
wringer wrin- 
kles; elimination 
of wear on cloth- 
ing; complete 
safety for opera- 
tor; equipped 
with automatic 
drain pump. 

Model 56-P 
(left), is moder- 
ately priced, has 
extra large ca- 
pacity; is pro- 
vided with patented fingertip control and 
a new idea in corrugated washing com- 
partment. Other features include: sturdy 
swinging wringer with instantaneous touch 
release; large oversize balloon rolls; en- 
closed silent gear mechanism, and smooth, 
non-porous porcelain tube. Finished in 
beige and warm gray. Altorfer Bros. Co., 
— Ill.—Electrical Wholesaling, April, 








Electric Ranges 


The “ Aristocrat ” 
Model RA-123 (left), 
is a thoroughly mod- 
ern range for small 
apartment kitchens. 
Contains roomy, effi- 
cient oven. Occupies 
a space of only 22x18 
inches. Finish is white 
porcelain enamel with 
stainless type cooking 
surface. Range has 
three heating units 
and a utility drawer, 
located below the 
oven, for cooking 
utensils. Black han- 
dles and switches af- 
ford contrast. Auto- 
matic temperature 
control is standard. 

The new “Symphony,” Model RA-58 
(below), provides perfect harmony in the 
modern electric kitchen. Has straight, 

















cabinet effect, steel construction, white or 
cameo ivory porcelain enamel finish, Hi- 
Speed Calrod units, large oven with slid- 
ing shelves, warming compartment and 
utility drawers, stainless enamel top, auto- 
matic time and temperature control, and 
black set-in base. Cooking surface is 
fitted with two 6” and one 10” heating 
units and a Thrift Cooker. Edison Gen- 
eral Electric Appliance Co., 5600 W. Tay- 
lor St., Chicago—Electrical Wholesaling, 
April, 1934. 


Solderless Service Connectors 


Designed for mak- 
ing solderless line 
taps — primary, sec- 
ondary, service and 
transformer—and for 
all purposes where a 
reliable electrical and 
mechanical solderless 
connection is required, 
these connectors are 
made of a special 
Tough Bronze, hard 
drawn, and have the 
threads cut away 
from end of bolt to 
allow easy starting of 
nut. Ready identification is 





provided. 
There are no sharp edges to cut hands, 
gloves or wires. V-shaped bottom in wire 
slot assures tight contact. Thickness of 
nut assures a cross-section proportionate 


to the strength of the bolt. H. B. Sherman 
Mfg. Co., Battle Creek, Mich.—Electrical 
Wholesaling, April, 1934. 
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Indirect Floor Lamps 


Three stages of controlled indirect light- 
ing are offered in the “TriLite” floor 
lamps and illuminators: (a) soft room il- 
lumination, (b) complete average room 
illumination, and (c) maximum room 
lighting for close work or card playing. 





All three are supplied by one double fila- 
ment incandescent bulb (PS-35), provid- 
ing a choice of 150, 200 or 350 watts of 
indirect lighting, plus three candle lights 


for shade illumination and decorative 
effect. Artistic Brass & Bronze Works, 
Inc., 119 W. 24th St., New York City— 


Electrical Wholesaling, April, 1934. 


Improved lroners 


Superior fea- 
tures of the 
Model Z ironer 
(left) are: au- 


eg ; tomatic opera- 
ae tion of pressing 

at im device; emer- 
1g it gency hand 
y 4 lever releasing 








ironing shoe 
from roll; 
highly polished, chromium plated, iron- 
ing shoe of diamond-like hardness, rust- 


proof and 
5s ¢-£.2 2¢ h.- 
proof; 26” roll 


of non-warping 
rust-proof 
metal, covered 
with extra [Et 
thick cotton Pr 
padding plus 
layers of non- 
absorbent table felt and muslin; full open 
end for easy ironing of shirts, ruffles, 














etc.; two extra extension leaves providing 
extra table space; aluminum die cast 
head; three point suspension of shoe; 


mechanism entirely sealed in, perfectly lu- 
bricated by action of oil pump of special 
design. 

The De Luxe lIroner, Model ZA 
(right), incorporates all of features of 
Model Z. In addition entire ironer as- 
sembly closes easily into handsome porce- 
lain-top kitchen table when not in use. 
Altorfer Bros. Co., Peoria, Ill—Electrical 
Wholesaling, April, 1934. 





Conduit with Knurled Interior 


A new exclusive feature of this line of 
thin-walled conduit is a knurled inside 
surface which represents a radical de- 
parture from the conventional smooth in- 
terior. With this new conduit the flat 
metal strip, before it is formed and 
welded, is processed to give an inside sur- 
face described as resembling ball-bearings. 
According to the manufacturer, fish tape 
and cables ride on the tops of small, 
round raised knobs with 30 per cent less 
friction. As a result, it is claimed that 
less effort is required, less time is con- 
sumed, longer runs can be pulled and the 
tendency to jam is reduced when cable is 
pushed through short runs. Steel & Tubes, 
Inc., Cleveland, Ohio.—Electrical Whole- 
saling, April, 1934. 


De Luxe Cleaner 


Some of the 
most important of 
the “12 star” fea- 
tures included in 
this cleaner are: 
electric light to 
insure efficient 
cleaning in dark 
places; tilting 
mechanism for. 
convenient  clean- 
ing of small rugs; 
wide hinged open- 
ing dust bag, easily 
emptied; powerful 
suction; motor- 
driven brush; au- 
tomatic oiling; lib- 
eral trade-in  al- 
lowance and easy 
method of attach- 
ing cleaning tools. 
List price, $44.50. 
P 


. A. Geier Co., 
Cleveland, Ohio.— 
Electrical Whole- 





saling, April, 1934. 


Super-Lag Fuses 


These fuses incorporate a design prin- 
ciple that prevents blowouts until the cur- 
rent overload has continued for a suffi- 
cient space of time to be dangerous. In 
other words, needless blowouts are elim- 
inated and fuse costs are minimized, and 
at the same time safe margins of overload 
protection are maintained. Made in all 





standard ratings in both knife-blade and 
ferrule types. Jefferson Electric Co., 
Bellwood, Ill. — Electrical Wholesaling, 
April, 1934. 


Six-Blade Fan 


Available in 16 and 12” models for a.c., 
these oscillating fans have three speeds 
and a 6-pole quiet running induction 
motor that is non-radio interfering. 
Number 850, the 16” model, has an air 
displacement of 1600 cu. ft. per minute, 











and No. 650, the 12” model, 850 cu. ft. 
per minute. These fans are adjustable for 
wall or desk' mounting and equipped with 
8’ cord and rubber plug. Finished in black 
enamel. List price, No. 850, $27; No. 650, 
$23. Signal Electric Mfg. Co., Menominee, 
Mich.—Electrical Wholesaling, April, 1934. 


Two-Speed Mixer 


Equally effective for bar and fountain, 
this No. 18 mixer has special fluffing 
switch and many other improvements 
which make possible the correct mixing of 
any kind of 






TWO.SPEED —-5¢ 
drink. Many _ SWITCH AND gf 
drinks re- ORINKFLUFFER (im & 


quire violent | 


agitation to 
break up and 
smooth out 
the heavier 
ingredients, 
while others 
need only 
gentle agita- 
tion to blend 
the ingredi- 
ents. With 
this mixer 
violent agi- 
tation is pro- 
vided at high 
speed. At 
low speed 
it properly : 
blends thin 
drinks, and 
makes it 
possible to fill container within one inch 
of top without spilling. Switch is set for 
high or low speed and then motor oper- 
ates at desired speed automatically. Dis- 
penser need not touch switch. Motor starts 
automatically when container is put in 
place and stops when it is removed. Two- 
speed switch and drink fluffer built into 
motor, which is equipped with ball-bear- 
ings and never needs oiling. Has double- 
button agitator. All metal parts are 
chromium plated. Base is finished in por- 
celain enamel—green or ivory, Container 
is 18% nickel silver, chromium plated. 
Easily cleaned by wiping with damp cloth. 
Hamilton Beach Mfg. 7. Racine, Wis.— 
Electrical Wholesaling, April, 1934. 
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Time Switch 


The Type G Series has been devel- 
oped to meet the demand for a small, 
compact and _ simpli- 
fied time switch, en- 
gineered for absolute 
dependability of per- 
formance. Motor is 
self-starting syn- 
chronous — self - lu- 
bricating with gears 
housed in dust-proof 
die cast shell. Move- 
ment contains only 
four heavy cut brass 
wheels and steel pin- 
ions, Removable dial 
has no friction slips 
between it and the 
motor. The ‘‘skip 
trip” feature provides 
for manually turning the circuit “on” or 
“off” at any time ahead of the automatic 
setting without disturbing the normal se- 
quence of operation. Switch is heavy 
molded bakelite and bronze; large silver 
contacts. Fast make and break. Under- 
writers approved for 1600 watt, a.c., single 
pole, single throw—single pole, doubie 
throw—or any special two-circuit type. 
Terminal block is six-position, hot molded 
bakelite. Switches can be wired for line 
voltage or for independent low voltage. 
Case of 16 gauge steel, is finished in 
black crackle lacquer with all movement 
parts and face plates heavily nickel plated. 
Overall size is 8” x 4” x 3”. Paragon 
Electric Co., Old Colony Bldg., Chicago. 
—Electrical Wholesaling, April, 1934. 





Soldering Tools 


“Warmerirn” electric soldering tools in- 
corporate many new features, including a 
self-contained, non-heating collapsible 

















various 


stand. The 


irons are made in 
capacities ranging from 40 to 650 watts. 
Warmer Electric Products Co., 728 Bryant 


St., San Francisco, Calif. — Electrical 
Wholesaling, April, 1934. 


Indirect Pin-lt-Up Lamp 


Using the new G-30, 250-watt “Indirect- 
lite’ Mazda lamp, this portable lamp, 
which hangs on a push pin on the wall, 
gives a flood of glareless light that makes 
cards or jig-saw puzzle parts easy to see 
in every section of the room. It solves 
the problem of lighting several card tables 
without putting a bridge lamp at each 
player’s elbow and also puts an end to a 
tangle of wires on the floor, because the 
cord of this lamp hangs down the wall. 
Weighing only 1% lbs., it can be hung up 
or taken down as easily as a small picture. 
Its simple modern design fits in with 








almost any decorative scheme. May also 
be used for stores, offices, beauty parlors, 
restaurants and clubs to acquire a look of 
newness at moderate cost. Railley Corp., 
850 Euclid Ave., Cleveland, Ohio—Electri- 
cal Wholesaling, April, 1934. 


"Invisible Control" Relay 


Compact, simple, and requiring a mini- 
mum of adjustment, this device does not 
employ a_ photo- 
static cell, but in- 
stead utilizes an 
amplifier tube — af 
radio tube for or-}- 
dinary purposes or} 
an industrial tube 
for critical appli- 
cations. Only one 
adjustment is nec- 
essary for proper /# 
operation. Three 
methods of control 
may be used to 
operate the power 
relay in its com- 
plete cycle: operation of approach; opera- 
tion by touch or contact; grounding of the 
antenna in conjunction with some mechan- 
ical control. “Faratron” can be applied 
to light control, counting, calibrating, tank 
and bin level control and to many safety 
uses. Units are furnished with power re- 
lays capable of carrying 30 amperes a.c., 
except where otherwise specified, and 
operate on 110 volts, a.c. or d.c. Lumenite 
Electric Co., Old Colony Bldg., Chicago— 
Electrical Wholesaling, April, 1934. 





Core Solders 


“Leek-Pruf” solders are offered in both 
acid and rosin core; the acid cord is recom- 
mended for non- 
















electrical work 
Weone Sp and the rosin 
wea core for solder- 
“Tee ing electrical 


connections. The 
chief advantage 
of these solders 
is that the flux 
is in the core. 
The manufac- 
turer states that 
the flux cor- 
tains no liquid, 
paste or other form of binder and thus 
does not sputter or form vapor when heat 
is applied. This also eliminates fumes and 
leakage. These core solders are wound on 
spools and packed in display boxes. It is 
claimed that wire core solder on spools 
is much easier to handle in making simple 
repairs. Berry Solder Co., Inc., 19 Rector 
St, New York City—Electrical Whole- 
saling, April, 1934. 








Industrial Signal 


Designed for 


use on signal 
systems using 
any kind of 


current, this 
simple and 
thoroughly re- 
liable calling 
device is par- 
ticularly recom- 
mended for 
code calling use 
in industrial 
plants. Located 
at switchboard 
and _ connected 
into the signal 
system, the device provides 30 separate 
codes to call any of 30 different people. 
Operation consists of setting dial and 
pushing down on plunger. Each code is 
repeated three times, automatically, by one 
setting of dial. Supplied in green crackle 
lacquer and furnished with rubber foot 
pads, it comes with cord and connector, 
ready to install. Federal Electric Co.. 8700 
S. State St., Chicago—Electrical Whole- 
saling April, 1934. 





"Midget" Wiremold 


Consisting of a surface conduit, con- 
structed like regular Wiremold, with 10 
simple fittings, the No. 200 series is furn- 
ished in five ft. lengths. A junction box 
adjustable to fit any thickness of base- 
board provides a neat method of coming 
from a baseboard receptacle up over top 
of baseboard. This fitting may be also 
used as a regular junction box. Another 
feature is method of fastening. There are 
two invisible supporting fittings, one of 
which is a coupling, similar to that used 








ian Renee. | 





with the larger sizes of Wiremold, which 
supports and couples two lengths together. 
The other is a clip created especially for 
the “Midget,” and which may be located 


at any point along the run. “Midget” 
Wiremold snaps onto this clip and is thus 
held securely in place on any surface. 
Double twistouts are provided on duplex 
receptacle and extension receptacle boxes, 
permitting choice of either straight edge 
or center line installations, with smooth, 
streamline effect in either case. Wiremold 
Co., Hartford, Conn.—Electrical Whole- 
saling, April, 1934. 
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Improved Dry Cells 


1 This new type of 
dry cell utilizes an 
all - zinc, soldered 
shell - top instead of 
the usual wax seal. 
This feature provides 
additional active ma- 
terial, and also makes 
it possible to pack in 
more energy - produc- 
ing chemicals, greatly 
increasing ampere- 
hour capacity. Her- 
metically sealed, all 
joints being soldered, 
the unit retains its in- 
ternal moisture, in- 
creasing both shelf 
and service life. 
Armored construction enables cells to 
withstand rough handling and prevents 
chipping or bulging of top in hot loca- 
tions. A dome-shaped, slightly pitched top 
prevents moisture from gathering and 
short-circuiting the cell, permitting its use 
in damp or wet places. Positive terminal 
is insulated from negative by solid fibre, 
self-aligning, paraffin-impregnated washer. 
Bond Electric Corp., 257-271 Cornelison 
Ave., Jersey City, N. J.—Electrical Whole- 
saling, April, 1934. 





"Marquis" Range 


Features of the “Marquis” or Model 
G-13 range include a “hi-visibility” auto- 
matic temperature control; large storage 





compartment drawer; off-set flat front 
panels; counterbalanced shelf type oven 
door; safety plug connections for all sur- 
face units; modern design bakelite switch 
bottoms and door handles with stainless 
metal inserts; new reversible load-balanc- 
ing switches, appliance receptacle located 
on switch panel; over-size oven finished in 
pebbled blue porcelain enamel. Door 
catch is not visible. Switch locations are 
marked on top of utility drawer. Heating 
equipment includes one Hi-Speed Calrod 
surface unit, giant size, two Hi-Speed 
heavy duty Calrod surface units, utility 
size; Thrift Cooker and two fast open coil 
oven units. Range finished in white vitre- 
ous enamel, with cooking top working sur- 
face finished in stainless porcelain enamel. 
General Electric Co., Specialty Appliance 
Sales Dept., Nela Park, Cleveland, Ohio 
—Electrical Wholesaling, April, 1934. 


Relay for Cranes 


This high speed Jowering relay for 
electric cranes is a valuable time saver. 


It increases lowering speed of hoist 
drives without reducing safety factor or 
minimizing accuracy of control. In the 
common practice of supplying d.c. motor 
operated cranes with dynamic lower- 
ing control, hoist motor has to retard 
its loads in downward direction when 
they are heavy enough to overcome fric- 
tional resistance of drive. With a light 
load, or no load at all, hoist motor must 
drive hook downward. Since average 
load handled by most industrial cranes 
is about+one-third of capacity or less, 
this relay establishes a means for lower- 

















ing at speeds more nearly equalling light 
load hoisting speeds. Device is entirely 
automatic, controlled only by weight of 
load itself. When weight is more than 
one-third capacity, relay automatically 
prevents speed increase. Relay can be 
applied to any d.c. motor-operated crane 
equipped with series motors and dy- 
namic lowering control at comparatively 
small cost. Available for any size hoist 
motor from 110 to 550 volts. Harnisch- 
feger Corp., Milwaukee, Wis.—Electrical 
Wholesaling, April, 1934. 


De Luxe Refrigerators 


The De Luxe Monitor Top refrigerator, 
illustrated, has newly-designed top with 
smooth walls for easy cleaning. Float 
valve has been moved back out of sight 
and is now located between the case and 
condenser. Temperature control is in cen- 








ter of unit. Starting relay has been 
placed back of condenser. Cabinets come 
in two finishes—porcelain enamel and 
high lustre glyptal baked enamel. Both 
have porcelain interiors. 

The De Luxe flat top model has been 
materially changed in appearance. A 
pressed steel strip, finished in black, cov- 
ers the four-inch cabinet legs and forms 
a base in keeping with the modernistic de- 
sign of the cabinet. Unit is underneath 
cabinet and temperature control has been 
located on the front of stainless steel 
cooling unit. General Electric Co., Spe- 
cialty Appliance Sales Dept., Cleveland, 
oy — Electrical Wholesaling, April, 


Coin Operated Time Switch 


Designed for connection between an 
electric refrigerator or similar device and 
the electric supply, this time switch is de- 
signed to disconnect the device unless 
periodic stipulated payments are made 
into the coin switch. It is not necessary 
to destroy the refrigerator service cable, 
or in any way mutilate it. Its plug is 
simply inserted in a receptacle within the 
coin switch, and the cover of the switch is 





then locked against tampering. Plug of 
time switch is then inserted in usual re- 
ceptacle of home. Type TSC-5A is 
stocked in the 115-volt, 60-cycle rating, 
but is available on order for other com- 
mon voltages and frequencies. Standard 
time interval is 24 hours, calling for one 
25c piece a day but other intervals are 
available. Change from one interval to 
another is easily made by inserting dif- 
ferent gears. General Electric Co,, 
Schenectady, N. Y.—Electrical Wholesal- 
ing, April, 1934. 


Residence Call-Panels 


Available in three sizes, these call-panels 
have hollow back-plates formed with at- 
tractive, molded edges, completely cover- 
ing up ugly slack-wires, broken and un- 
even plaster and the grimy outline of old 
style bells and buzzers. Units are com- 
pletely insulated from back-plates. Covers 
enclose under their attractive glossy sur- 
face, the entire mechanism, as well as 
gongs, binding-posts, etc., thus dust-proof- 





ing the units. No mounting-screws show 
on surface of panel. Standard color of 
panel back-plates is ivory, while covers of 
the different-sounding bells and buzzers are 
regularly furnished in jade-green, blue or 
ivory. One to four different sounding 
signals may be combined on one panel. 
Stanley & Patterson, Inc., 150 Varick St., 
New York: City—Electrical Wholesaling, 
April, 1934. 











April, 1934 ELECTRICAL WHOLESALING 67 








From Balmy California to This! Alex- 
ander W. Bromberg, left, had to shiver 
plenty when he paid a visit to New York 
recently during one of the worst bliz- 
zards known in years. A manufacturers’ 
representative in Los Angeles and San 
Francisco, Mr. Bromberg was paying a 
visit to Max Cohn, general manager of 
Circle Flexible Conduit Co., Brooklyn. 





National Union to Manufacture 
Majestic Type Tubes 


National Union Radio Corp., New 
York City, announced last month the 
production of 19 types of tubes which 
may be used to replace Majestic spray 
shield tubes. In place of spray shield- 
ing, the new tubes utilize National 
Union form-fitting shields, equipped 
with a special chassis grounding strip 
attached to the shield and designed to 
make tube and shield a unit. These Na- 
tional Union tube types can thus be 
used in exactly the same way as spray 
shielded types, according to the manu- 
facturer. 

v 


New Low Cost Oil Burner 

Announced by Scott-Newcomb 

Lewis L. Scott, president of Scott- 
Newcomb, Inc., St. Louis, has an- 
nounced that his company now has in 
production an electrically ignited oil 
burner with a thermo safety, which will 
retail at $160, plus a relatively small 
installation cost. Mr. Scott claims that 
this burner will burn No. four and No. 
five fuel oils, which are from one and 
a half to two cents a gallon cheaper 
than oils used by the majority of oil 
burners and have about 10,000 more 
B.T.U.’s per gallon. 


Vv 
Shaber Adds Bright Star Line 


M. B. Shaber Co., manufacturers’ 
agents of Cleveland, are now represent- 
ing the Bright Star Battery Co., Ho- 
boken, N. J., in northern Ohio and 
Michigan. 

















WirREMOLD 


“MONEY MAKERS” 











Keep these two in mind! 


€@wNo. 5748S 
Designed for 
standard 
shallow re- 
ceptacles. 


No. 5747 > 
Takes all 
standard re- 
ceptacles and 
shallow 
switches. 





(#” Deep Outside) (136” Deep Outside) 


Tell your contractor friends: There is a Wiremold fitting 
especially adapted to each condition you have to meet—both 
in planning the job and in selling the customer! 


The Wiremold Co., Hartford, Connecticut 























Pt) 


PORTABLES 


Abguirement 


The eight portable lamp guards pictured here 
present only a portion of the extensive McGill 
portable guard line. 


McGill Portables designed to meet every imaginable 
need, bring directed and protected light to every 
job and every worker. 

McGill Portables perform a multiple duty; they guard light bulbs 
against breakage, and guard workers from the danger of serious 
injury. They protect workers from strain due to improper lighting 
conditions, and protect your invested dollars against unnecessary 
losses... Write for our interesting catalog describing the entire 
McGill line of portable lamp guards. 


| PECGILL/'> 


MANUFACTURING CO. 
Electrical Specialties 


frie tf Ouality 

















- , SOVASEIONED 1904 
VALPARAISO - INDIANA 
Box No. 636 
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Announcing 





A NEW 


Open Type Floodlight 


Finished in porcelain enamel, inside 
and out. 

Heavy cast aluminum bracket arm 
with swivel joints for adjustment to 
any position. 

Cadmium screws, bolts and nuts to 
eliminate rusting. 

Two-piece cadmium plated service cap 
with porcelain insulating bushings. 








A NEW 


Catalog in the 
SILV-A-KING Line 


New catalog fea- 
tures a complete line 
of commercial and in- 
dustrial reflectors. 


The SILV-A-KING 
line, moderately priced, 
yet built to a high qual- 
ity standard, is sold on- 
ly through wholesalers. 


See to it that your 
customers have a copy 
of this catalog—it will 
mean profitable busi- 
ness for you. 





BRIGHT LIGHT 


100 WHITE ST. 


REFLECTOR CoO. 


BROOKLYN, N. Y. 

















wa Teke)") BOKES 





FULLMAN 
MFG. CO. 


LATROBE, PA. 





FLOOR 
JUNCTION 
BOXES 


Few wholesalers ever carry 
many Junction Boxes in 
stock. It is hardly necessary 
for them to do so when 
they can so easily secure ex- 
actly what is wanted from 
Latrobe. 


Even special size Junction 
Boxes are made and shipped 
with such promptness that 
any distributor salesman 
can stress this point with 
his contractor friends and 
secure orders. 


Manufacturers of Quality Floor Boxes and Wiring Specialties 











The Danger of Overselling 
All-Wave Receivers 


Personal contacts with the trade in 
many parts of the country have con- 
vinced Ben Abrams, president, Emer- 
son Radio & Phonograph Co., that 
many dealers are inviting trouble by 
improperly presenting the new all-wave 
sets. 

“The idea of multiple-wave-range in 
itself,” Mr. Abrams said, “gives the 
radio trade the most effective weapon 
yet devised to induce owners of three, 
four and five year old sets to replace 
them with new models. But it must be 
intelligently, truthfully handled, or the 
trade will find itself in an impossible 
condition of comebacks, unreasonable 
demands, delayed payments, etc. 

“Foreign short-wave reception, any- 
where, any time, on any set, always 
depends on the time of day, location, 
installation, and atmospheric conditions. 
Prospects must be made to understand 
this. To permit any purchaser to ex- 
pect to hear Moscow, or Calcutta, or 
Buenos Aires, or any other particular 
station, at any moment he turns to a 
certain point on the dial—is simply to 
ask for trouble. 

“And the striking point is, that there 
is no need whatever to take this risk. 
The thrill, the fun, the excitement of 
short-waves comes from the surprise 
element. This suspense should be kept. 
The short-wave features should be pre- 
sented as a chance to reach out for 
exciting, surprising, new experiences— 
not as the prime function of the set— 
but as an extra thrill, added to regular 
broadcast reception.” 


v 


44 Refrigerator Distributors 
Announced by Stewart-Warner 


Names of distributors of the new 
Stewart-Warner electric refrigerators 
for 44 territories were announced by 
the Stewart-Warner Corp. on March 
15. These appointments were made 
after numerous groups of prospective 
distributors had visited the headquarters 
plant during January and February and 
had inspected the refrigerators and wit- 
nessed their manufacture and perform- 
ance. 

The names of the distributors are as 
follows: Ignition Service & Supply 
Co., Albany; Capital Electric Co., At- 
lanta; Baltimore Gas Light Co., Balti- 
more; Bluefield (W. Va.) Hardware 
Co.; Stewart-Warner Sales Co., Bos- 
ton; H. D. Taylor Co., Buffalo; R. H. 
Kyle & Co., Charleston, W. Va.; Shaw 
Distributing Co., Charlotte; L. V. 
Whitney Distributor Corp., Chicago; 
Auto-Rad Supply Co., Cincinnati; Geo. 
Worthington Co., Cleveland; Hughes- 
Peters Electric Corp., Columbus; 
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E. Karsten, 


He Signs the Checks: FE. 
treasurer of Listenwalter & Gough, Los 
Angeles, is bearing up very well under 
the strain of signing salary checks for 
some 30 more persons in the organi- 
zation than were on the payroll a year 
ago. 





Gierke-Robinson Co., Davenport; Field 
& Shorb Co., Decatur ; Stewart-Warner 
Sales Co., Denver; Marshell-Wells Co., 
Duluth; Stewart-Warner Sales Co., 
Hartford; Star Electric & Engineering 
Co., and H. J. Cohn Furniture Co., 
Houston; Mooney-Mueller-Ward Co., 
Indianapolis; Treman, King & Co., 
Ithaca; Joplin (Mo.) Supply Co.; 
Stewart-Warner Alemite Co., Kansas 
City; House Hasson Hdwe. Co., Knox- 
ville; Brandon Co., Little Rock; Stew- 
art-Warner Sales Co., Los Angeles; 
Stratton & Tersteggo Co., Louisville; 
Alemite Co. of Wis., Milwaukee; Mon- 
roe (La.) Furniture Co.; Phillips But- 
torff Mfg. Co., Nashville; Wholesale 
Radio Equipment Co., Newark; Whole- 
sale Radio Equipment Co., New York 
City; Dix-Bowers Co., Norfolk; Town- 
send & Dodge, Oklahoma City; H. C. 
Noll Co., Omaha; Pierce-Phelps Co., 
Philadelphia; Logan Gregg Hdwe. Co., 
Pittsburgh; Alemite Co. of the N. W., 
Portland; A. R. Tiller, Inc., Richmond; 
Morley Bros., Saginaw; Stewart-War- 
ner Sales Co., St. Louis; Southwest 
Appliance Co., San Antonio; Moore 
Electric Supply Co., San Francisco; 
Baltimore Gas Light Co., Washington, 
D. C.; The Stewart-Warner Products 
Co., Wichita. 
v 


Electric Warming Pad Thaws 
Frozen Pipes 

Used in a location where a blow- 
torch could not be applied because it 
probably would have caused fire, or at 
least scorched woodwork, a Westing- 
house heating pad and fan heater were 
used quite successfully in thawing 
frozen water pipes during zero weather 
in Pittsburgh a few weeks ago. 










NUMBER TWO OF A SERIES OF ADVERTISEMENTS 


KK lc ie 


| 
Pa 


FRETZ-MOON CONDUIT 


is made from clean strip steel 


When prevailing methods of manufac- N é | LS 


ture will not produce the desired quali- 
ties in a product, then changes must be made or a new process developed. 
That is why Fretz-Moon Conduit is made by the “continuous process”—an 
exclusive method of manufacture—to obtain the uniformity in rigid steel 
conduit that contractors demand. e In ordinary methods of making simi- 
lar conduit, short strips of metal are placed in a furnace for heating. 
When at the desired welding temperature, they are w:thdrawn individu- 
ally and handled separately. e In striking contrast, Fretz-Moon Conduit 
is manufactured from mild open hearth steel rolled into strips from 300 
to 1200 feet in length and formed into compact coils, as shown above. 
In following operations, the strip, a continuous ribbon of steel, passes 
through a specially designed furnace, automatically controlled as to tem- 
perature and speed of travel. This is the first step in the “continuous 
process”—a process designed to protect the original high quality of the 
steel and to produce a highly uniform product that 
bends, cuts and threads easier and faster. 


STEEL AND TUBES, INC. 
CLEVELAND - OHIO 


EXCLUSIVE SALES AGENTS 


FRETZ-MOON 
G Rigid 
Conduit 


UNDERWRITERS 
LABORATORIES 









UNDERWRITERS 
LABORATORIES 
INSPECTED 






UNDERWRITERS 
LABORATORIES 
INSPECTED 
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ELECTRICAL 


25 years and you will have 


You too can increase your 


‘ 
Farce 


is a profitable line of electrical insulating requirements 
to fit the needs of industries where electrical motors 
are used extensively, in industrial plants, motor service 
shops, and among electrical contractors. Our simplified 
product application chart fits the Quartette to your cus- 
tomer's needs and with a little effort on your part can 
be a means to increased volume and profits for you. 


Our products are well known, have been in use for over 


insulation specialists ready to back up your efforts. 





INSULATING 
QuaARTETTE 


an organization of electrical 


sales and profits. Write us 





for details. 





JOHN C. DOLPH CO. - 168 Emmett St., Newark, N. J. 


Insulation 
Specialists 














FOR HOME 
INTERIORS 


and 


EXTERIORS 


Lanterns 
made by 


“The House 
of a 
Thousand 


Lanterns” 





E offer a wide selection of 

attractive designs that have 
long been popular in interior and 
exterior lighting for residences, insti- 
tutions and commercial buildings. 


We are headquarters for the latest 
in concealed lighting. Also fixtures 
for grill, tap room and restaurant 
requirements. 


Gruber Brothers sell thru wholesalers. 


Send for a copy of our latest catalog. 


GRUBER BROTHERS 
72-78 Spring St., New York, N. Y. 





has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


/z pound cans........$0.50 ea. 

| pound cans........ 80 ea. 

5 pound cans........ 3.00 ea. 
Less by reshipper cartons. 


As k for 


YAGERS 








YAGER'S 





FREE SAMPLE 





Alex R. Benson Co. Inc. 
Hudson, N. Y. 








Latest Trade Literature 


Rapio Corp. oF AMERICA, New York 
City—“Via RCA”—a 36 pp. illustrated 
story of the radio communication serv- 
ices developed and conducted by RCA. 


Epwin L. Wiecanp Co., Pittsburgh, 
Pa.—Catalog 34 (56 pp. ill.) describes 
the complete line of Chromalox electric 
heating units and contains installation 
and wiring diagrams, also data for cal- 
culating heat requirements. 


GENERAL CABLE Corp., New York 
City—‘“Installing General Cable Trench- 
lay”—12 pp. pocket size handbook de- 
scribing recommended methods for the 
handling and protection of all types of 
low voltage Trenchlay non-metallic 
sheathed cables. 


Bonp ELectric Corp., Jersey City 
N. J.—“Bond Marine Products”—a 
four-page bulletin describing Bond ma- 
rine flashlights, including running lights 
for bow and stern of Class I boats. 


WESTINGHOUSE ELeEctric & Mrc. Co., 
East Pittsburgh, Pa.—lIllustrated in col- 
ors, this 16 pp. publication entitled 
“Contributions to the Modern Service 
Station by Westinghouse,” describes 
suggested designs and methods of light- 
ing to attract the customer and best ad- 
vertise the station. Nofuse load centers, 
fans, heaters, water coolers, water heat- 
ers, immersion heaters, battery charg- 
ers, motors and control for every appli- 
cation, steam generators, gas electric 
sets, etc., are listed, in addition to light- 
ing fixtures. 


GENERAL Exectric Co., Schenectady, 
N. Y.—“Electric Heating Units and 
Devices”—a 52-pp. illustrated bulletin 
describing immersion heaters, cartridge 
units, strip heaters, calrod units, melt- 
ing pots, etc., together with their con- 
trol equipment. Typical industrial ap- 
plications are illustrated. 

“Improving Power Factor for Profit” 
—a 28-pp. illustrated bulletin describing 
Pyranol-treated capacitors with charts 
for determining size of capacitor re- 
quired to obtain desired improvement 
in power factor. 


STANLEY & PaTTersON Co., 150 Va- 
rick St., New York City—Price List 
No. 10 covers the complete line of sig- 
naling devices and specialties and also 
catalogs a new line of Faraday resi- 
dence call panels. 

Hart Mrc. Co., Hartford, Conn.— 
A 22-pp. bulletin (No. 11-A) covering 
heater switches, thermostats and other 


‘control devices for electric ranges, wa- 


ter heaters and appliances. Includes il- 
lustrations, dimensions, wiring dia- 
grams and complete engineering data. 
Sora Exectric Co., 2525 Clybourn 
Ave., Chicago—‘Luminous Tube Trans- 
formers,” an 8-pp. loose leaf bulletin 
containing electrical specifications, esti- 
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Holding a Flush: 


forgets toil and cares in a friendly game | 
at the Electrical Associates Club head- 
quarters. 





mating data, wattage consumption and 
footage chart. 


HycrapE Sytvanra Corp., Salem, | 
Mass.—A double-fold condensed price 
list covering all standard types of Hy- 
grade lamps fits into the usual small 
business envelope and contains illustra- | 
tions, brief data and list prices. 

v | 
New Publications 

2222 RETAILING IpEAs—336 pp. $3.00. | 
Emanuel Lyons, Pittstown, N. J. A! 
compilation of proven merchandising 
ideas adaptable to almost every kind 
and size of retail business. Scattered 
through the book are sales ideas for ra- 
dios, refrigerators, washers, vacuum 
cleaners, electric clocks and appliances. 
Separate chapters are devoted to adver- 
tising, credits and collections, manage- 
ment and economy, mailing lists, sales 
contests, etc. 

v 


Men Available 


Manufacturers’ Agent: Has connec- 
nections of 12 years standing, with whole- 
salers and key accounts in the automo- 
tive, radio and electrical lines in Massa- 
chusetts, Rhode Island and New Hamp- 
shire. The organization is now in a po- 
sition to take on one or two additional 
lines on a commission basis. Address 
Box 43, Electrical Wholesaling, 520 N. 
Michigan Ave., Chicago, II. 


Vv 


Positions Available 


Sales Representative: For manufacturer 
of recognized line wiring devices tor 
states of Illinois, Wisconsin, and Minne- 
sota. Acquainted with electrical and 
hardware wholesalers. Commission. State 
lines you are now carrying and give full 
details. Address Box 41, Electrical 
Wholesaling, 520 N. Michigan Ave., Chi- 
cago, Ill. 


Manufacturers’ Representatives: Manu- 
facturer of conduit fittings wishes agents 
in all large cities throughout the country. 
State lines you are now carrying and ter- 
ritory covered. Address Box 42, Elec- 
trical Wholesaling, 520 N. Michigan Ave., 
Chicago, III. 








NcON 


OLUW LAMPo 


. . . . @ profitable line for you 





2 Watt 115 Volts S14 Bulb 


| Finish==Clear, Sprayed Red orYellow 








% Watt 115 Volts G10 Bulb 
Supplied in 1.0 Watt for 220 Volts 





% Watt 115 Volts 14% Bulb 
Supplied with Candelabra 


Screw Base Only 


EEP your customers posted on these 
Neon Glow Lamps. There’s profit in 
it for them—and for you, too. These long- 
life, low-cost lamps have a multitude of 
uses in almost every branch of industry. 
Manufacturers of electrical apparatus are 
using them more and more as standard 
equipment on their devices because they 
serve so well as pilot and indicator lights. 
Their low operating cost and low level 
of illumination make them ideal for night- 
lights in private homes, as well as exit 
lights in offices, theatres and factories. The 
range of types and sizes makes them per- 
fectly adapted to each of their hundreds of 
uses. 

They operate on AC or DC without 
special transformers or outside resistances. 
They will burn for thousands of hours 
even on jobs where excessive vibration 
and shocks are a problem. 

Your 1934 catalogue will not be com- 
plete without a full listing of Neon Glow 
Lamps. Catalogue inserts will be sent on 
request. Write today for full particulars 
to: General Electric Vapor Lamp Com- 
pany, 891 Adams St., Hoboken, N. J. 


LR 





GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


600 Copr. 1934, General Electric Vapor Lamp Co. 


Holding « Flush: w. xt “Bu” shee’ AL profitable tip for your customers 
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Sales Volume Continues Upward 


You can sell this counter display board to 
your electrical, radio. hardware and other 
dealers who sell lamp cord. Used in every 
room in every home! Sells for 10c—and how 
it sells! “Automatic salesman” 4-color coun- 
ter card (shown above) tells the tale—makes 
the sale. Ask your Sales Manager to have 
these Justrite Counter Cards in stock! 


JUSTRITE MANUFACTURING CO. 
2045 Southport Ave., Chicago, Ill. 


SHERMAN 


‘aj, SHERMAN Solder- 
ees — on less Service Connec- 
: > tors are used for all 
|) purposes where re- 
liable Electri- 
cal and Mechanical 
Solderless Connec- 
tions are required 
—for Primary, Sec- 
ondary, Service and 
Transformer. 








SOLDERLESS SERVICE 
CONNECTORS 


These are the 
universally ac- 
cepted type but 
have additional 
improvements 
and advantages 
—nut easy to 
start; no sharp 
edges; tight con- 
tacts; wire size 
part of SHER- 
MAN catalog 
number, easy to 
order and use; 
bolt, spacer and 
nut an integral 
assembly; tough 
bronze in every 
part. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 
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BURNDY 





BURNADY 


ENGINEERING CO., INC. 


305 EAST 451TH STREET, NEW YORK 








Profitable Line 


Insulated Wire 
for Jobbers 
Annunciator Office and 
Thermostat Wires 
Fixture Wires 
Flexible Cords 
Antenna Lead-In Wire 
Radio Hook-Up Wire 
also 
Asbestos Covered Resistance 
Wires 


The Holyoke Company, Inc. YW 
720 Main Street Holyoke, Mass. &7= 

















Sales Representatives 
Wanted 


for 
The Leonard Line of Fuse Tighteners, Switch ° 
Boards, Panel Boards and Knife Switches 


We have an attractive offer to make 
a representative in each open terri- 
tory of which there are several and 
would be interested in hearing from 
you. Please write to F. G. Faile, 
Secretary, giving territory you cover 
and lines handled. All letters will be 
answered. 


The Leonard Electric Mfg. Company 


3907 Perkins Ave., Cleveland, Ohio 
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™ more business for 

Distaves : ‘ 

Puvwourt Wok us in first week— 
: is the gratifying 


report on this 
ig MORE 


new boost for 
sales. . 


Nothing has made such a sales sensation as 
this durable steel handsomely colored tape display case. You 
sell and deliver the case to contractors loaded with tape on 
the first call. Reorders are automatic. Boosts tape sales ten 
times with no extra effort for you. Write today for descriptive 
folder and prices. 


PLYMOUTH RUBBER COMPANY 


INC. 
LARGEST RUBBERIZERS OF CLOTH IN) THENWORED 


CANTON, MASS. w 


we eo oe maT 
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IF YOU WANT TO GET 
MORE FUSE ORDERS 


TRY THIS ON YOUR CALLING LIST. 


1. Take your calling list and mark behind each name “yes” or “no” to show 
whether or not you are now getting the fuse business. 


2. Pick out all the “no’s” and make a separate card on each. Write down 
on this card, as near as you can figure, just why you are not getting the 
fuse business. 


Ask yourself “Am I seeing the right man? Have I ever asked specifi- 
cally for his fuse business? Have I ever explained to him how BUSS SUPER- 
LAG Renewable Fuses will save him time and money? Just where am I weak 
in my sales talk? 


3. Now get out and see each prospect. Just before entering his office, pull 
out your card and refresh your memory on just how you are going to handle 
him. 


WHAT RESULTS CAN YOU EXPECT? 


If you apply this logical test to your calling list, you are almost sure to 
turn up many real prospects who will give you their fuse business. Go after 
each man in the way you feel necessary. Naturally you will find some firms 
that won't give you their business because of policy reasons, or various other 
special reasons. But the chances are that you are going to be surprised how 
easy it is to get business when you go after it in a planned way. 

BUSS SUPER-LAG Fuses are one of the most profitable items your 


house can carry. You can count on it that any new business you bring in 
will be welcomed by your firm. 


FOR POINTERS ON HOW TO SELL FUSES— 


—turn to the BUSS price sheet in your binder. On it will be found a 
concise sales story written to help you sell. The BUSS representative in 
your district is also at your service. Call on him for cooperation. He will be 
glad to work with you. 


LDGUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. 
A Division of the McGraw Electric Company 


























